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Beauty Bonded 


ORMICcA 


at Home with People 


Guaranteed by ™ 
Good Housekeeping at Work in Industry 
= 


BEST 


because.. 


As a surfacing material for 
kitchen and bath Beauty 
Bonded Formica remains in a 





class by itself. No other material 
in or out of the field of plastic 
laminates offers the unique combi- 
nation of sales features found in 
Formica. 
More than 80 color patterns and wood 
grains offer Formica users limitless decorating 
combinations. Formica’s super-smooth non-porous, 
colorfast surface is unharmed by alcohol, boiling water, 
household acids and alkalies. It is highly resistant to scratches, 
cannot rot, and is free of germ catching grout lines. 
Skilled Formica fabricators the country over (look under "Plastics" in your classified phone book) are equipped 
to offer custom service. Many famous name standard kitchen cabinets are available with Formica tops. 
Write Formica 4559 Spring Grove Ave., Cincinnati 32, O., for full color idea literature on Formica in the home. 


coolf 


SERVES 











“Just as good”’ is a fable. Look for the label. 
Insist on genvine Beauty Bonded Formica. 


Kitchen by Urban Woodworks, Inc., Corona 
N. Y. Bathroom, Robert Kennedy, Architect 
Hume Corwin, Contractor. Cincinnati, Ohio 





as fundamental as 


a chimney flue oe 


- pics Nis: 


vidi i ome 


Just as the flue is needed to carry smoke and soot 
out of the house, telephone raceways are needed to carry 


telephone wires out of sight to pre-planned outlets. 


{ small item, but it protects the beauty of walls and adds to 
the convenience of the owner. Thoughtfully built 
houses almost always include raceways and outlets for 


telephone wires. Your Bell Telephone Company 
S a TASER 


: ’ PS TU Dh 
ery: ss will be glad to help you plan economical conduit installations. 
aes Setar 4 : i ; ° . 


Just call your nearest Business Office. 


{ well-built house is always better when 


it includes raceways for telephone wires 
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wreator®) go NATIONAL.. 


and WO PLACES! 


The new 1952 National “Super-Thrift” Homes are a proven 

success. During National Home Week, our dealers’ open houses drew 
over half a million people, produced thousands of sales. 

The public goes for National beauty, variety, economy. 


Sell success — sell NATIONAL. Write today. 


NATION’S LARGEST 


PRODUCERS OF 


PREFABRICATED HOMES oa te) MES 


CORPORATION, Lafayette, Ind. 
EASTERN PLANT: HORSEHEADS, NEW. YORK 
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friendly to housewives 


Curtis wood cabinets are the result of 
years of research and experience to 
develop comfort-creating, 

step-saving, modern kitchens. Counters 
are of correct height. Toe space is 

ample. Greater storage space is pr mache 
by special Curtis construction. Labor- 
saving cabinets “fit around” corners— 
pan trays, ventilated vegetable drawers, 
snack bars, are easy to reach, easy to clean. 
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j friendly to space 

; 
Yes, Curtis kitchen cabinet 
units make the most of what- 
ever space is available. 
With 20 basic cabinet types 
and a total of 70 sizes to 
choose from, you can create 
a kitchen of any size or shape. 
The dimensions of all units have 
been standardized to coordinate 
with other standard kitchen 
equipment. 


nell 


friendly to pocketbooks 


The fine cabinetry of Curtis 

kitchen units assures lifetime 

service. Drawers are com- 

pletely dovetailed—not merely 
rabbeted and nailed. 

Hardware is furnished and applied. 
Curtis wood kitchen units come 
primed in white so that 

one finish coat, in any desired color, 
completes the job. 


Curtis Compamies Service Bureau 


WOODWORK 


RG-11K Curtis Building 
Clinton, lowa 
Gentlemen 


Architect 


; H am 
Curtis makes a complete line of Sieane Budbter ¢ 


architectural woodwork for the 
modern home. Make your next 
home “all Curtis.”’ 


) Student 
Name 
iddre 


Ch 
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I want to know more about Curtis wood 
kitchen and storage cabinets. Please send your free book 
) Contractor 


We'd like to tell you 
more about Curtis 
kitchen cabinets—and 
what they mean to your 
clients and customers. 
Mail the coupon for fully 
illustrated kitchen book. 


) Prospective 
Please check above 
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h , This Middleborough, Mass., veterans’ housing project is equipped with American- 
yaar Pi oraenag hag Tho 2g na Standard bathroom fixtures and kitchen sink-laundry tray combinations. And 
Co., Brockton, Mass. each unit of the project is —— with a compact Severn Oil Boiler. In this 
Heating contractor: Miles Plumbing & Heating Co., installation the Severn is co-ordinated with an Arcoflame Oil Burner, assuring 
Inc., Brockton, Mass. . ee ide ae q ' 
Plumbing : Sinus ad. top heating efficiency. American-Standard Convectors are used throughout. 
ford, Mass. 
Wholesale distributor: F. W. Webb Mfg. Company, 
Boston, Mass. 





This Mt. Vernon, N. Y., housing project is equipped with approximately 500 sets of Architects: Feltheimer & Wagner & Carl Rey 
tenant-pleasing, maintenance-easing American-Standard bathroom fixtures. And Plumbing contractor: L. Michel vacnhinn 6 amie 
in the attractive kitchens are Duplex Hostess Sink and Laundry Tray combina- Corp., New York City 


tions of rigid cast iron heavily coated with easy-to-clean, hard-to-mar enamel. Plumbing wholesaler: New York Plumbers’ Spe- 
. cialties Co., Mt. Vernon, N. Y 


Sewing home and industry 


AMERICAN-STANDARD » AMERICAN BLOWER » ACME CABINETS - CHURCH SEATS « DETROIT LUBRICATOR - KEWANEE BOILERS - ROSS HEATER - TONAWANDA IRON 
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... ul ALL THREE AGREE 


ow American-S$tandard products! 


“ 

The Binford housing development of Portland, Oregon, is a 276-unit 
project equipped with both plumbing fixtures and heating 
equipment by American-Standard. The bathroom shown here 
features a Ledgewood Lavatory and Master Pembroke Bath of 
enamel coated rigid cast iron, and a Cadet Water Closet of non- 
absorbent genuine vitreous china. The entire Binford heating 
system is fired by 13 oil fired No. 36 Water Tube Boilers. 


Architect: John K. Dukehart, Portland, Oregon 
Builder: Lin-Co., Portiand 
Heating and plumbing contractor: Bohren Plumbing Service & Supply Co., Portland 





@ These three housing projects are vastly 
different in many respects . . . size, archi- 
tectural design, geographical location. But 
they're in perfect agreement as to the best 
plumbing fixtures and heating equipment 
to use. They're all American-Standard 
equipped! 

American-Standard products have 
proved their durability and maintenance 
economy through years of useful service 
in all types of structures — individual 
homes, multiple-unit dwellings, institu- 
tional and industrial buildings. And their 
sturdy construction and modern styling 
have created wide acceptance too. 

Whatever your heating and plumbing 
requirements, you are sure to find the exact 
products for your job—regardless of the 
style, size, or model you need — in the 
American-Standard line, the most com- 
plete in the field. American Radiator & 
Standard Sanitary Corporation, P.O. Box 
1226, Pittsburgh 30, Pennsylvania. 


American-Standar 


First in heating ... first in plumbing 
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Coast to Coast... Builders Acclaim 


.RUSCO HOT-DIPPED GALVANIZED PRIME WINDOW 


Report big savings on installation, labor and 


maintenance with revolutionary pre-assembled unit 


a "SUtem, ae 


TYPICAL INSTALLATION AT SOUTHERN APARTMENTS, FT. CAMPBELL, KENTUCKY 
(A Wherry housing project) 
Thousands of Rusco Prime Windows are being ARCHITECT: E. W. Augustus, Louisville, Ky 
used to speed the completion of these perma BUILDER: Algernon Blair, Montgomery, Alia. 


nent quarters for personnel at Ft. Campbell CONTRACTOR: Ft. Knox Construction Cu., 
Louisville, Ky 


INSTALLED IN MINUTES in many types of construction — because it is a complete 
window unit. Comes finished painted, fully-assembled with glass, screen, built-in 
weatherstripping, insulating sash (optional) and wood or metal casing—all ready 


to place in the window opening 


LOW INITIAL COST, plus savings on installation and minimum maintenance make 
the Rusco Prime Window that rarest of all combinations—a top quality specifi 
BARKLEY SQUARE DEVELOPMENT, SANTA ANA, CAL. 
Burt Huff, the builder, has used 1,332 Rusco Prime Windows 
THE EXCLUSIVE FEATURES of the Rusco Prime Window offer many other con on his Barkley Square and Sunshine Homes developments 
veniences and advantages. For example, the glass and screen panels are easily He says, ‘We find Rusco very easy to handle during con 


cation that actually reduces building cost! 


removable from the inside. Thus, materials can be passed through the full window struction and recommend it to anyone interested in elimi 
opening with breakage minimized. Filtered screen ventilation control permits nating delays and adjustments 
regulated ventilation and full protecti oO g as é thers 

¢ t ion d p ction for drying plaster. And many other BUILDER: Burt Huf, Santa Ano, Cal 
For catalog of data and specifications, see your local Rusco Prime Window 
distributor, or write The F. C. Russell Company, Cleveland 1, Ohio. 


GLASS AND SCREEN INSERTS EASILY 
REMOVED FROM INSIDE FOR CONVENIENCE 
IN CLEANING. The Rusco removable sash 
feature has tremendous appeal as 


a convenience and safety feature 


STATE-AIDED HOUSING PROJECT, EVERETT, MASS 
Rusco Prime Windows are used throughout on these ottrac 
tive multiple-dwelling units. Used as flankers on the fixed 
picture window units, they permit controlled, filtered 
screen ventilation 

ARCHITECTS: Drummey & Duffill, Boston, Mass 
CONTRACTOR: Concrete Construction Co., Chelsea, Mass 


a product of 
THE F.C. RUSSELL COMPANY, depr.7,NR111, Cleveland 1, Ohic 


World's largest manufacturer of all-metal combination windows 
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“ELECTRIC 


ranges: help 
houses to sell 
themselves,” 





@The complete electric kitchen “package” of 
these Fairfield Acres houses includes electric sink 
with dishwasher and food waste disposer, refrig 
erator, automatic clothes washer, ventilating fan, 
clock—and the range—of course, it's Flectric! 


@A typical Yost home—with two bedrooms and 
two more unfinished bedrooms upstairs. It sells 
for less than $12,000. This Fairfield Acres devel 
opment will eventually include 43 homes, built on 
concrete slabs. Living room windows are angled 
to catch the sun, with outside overhang protecting 
against direct rays 


“I find that a home buyer tells a prospect about my houses, and the next 
thing I know that prospect becomes another customer,” says Mr. Yost. 
“One important thing that gets people talking is the Electric Range in 
the kitchen—because that's the kind of range so many people prefer 


Youre HOUSES WITH nowadays.” 
Builders and customers both see eye to eye on the need for Electric 
ELECTRIC Ao Ranges. Everybody likes a range that’s clean, cool, economical and fully 


RANGES automatic—and that’s what Electric Ranges offer. Get yourself more 


business, faster, by including them in the homes you build! 


ELECTRIC RANGE SECTION, Netione! Electrical Menvut 
155 East 44th Street, New York 17, NM. Y. 





ADMIRAL + COOLERATOR + CROSLEY + DEEPFREEZE + FRIGIDAIRE + GENERAL ELECTRIC + GIBSON 
HOTPOINT + KELVINATOR + MONARCH + NORGE + PHILCO + UNIVERSAL + WESTINGHOUSE 
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“Perfect Home Magazine has proven 
its value as a Goodwill Builder 
for my Organization’ says Florida Realtor 


K; ACH month Perrect HOME Magazine goes into the homes of influential families 
4 in our community, building goodwill and confidence for our organization,” says 
John V. Deegan. Mr. Deegan is president of Deegan and Clarken, Inc., realtors of 
Sarasota, Florida. 


“During our three years of sponsoring Perrect HoMe, we have found time and 
again that this magazine is eagerly awaited by those home owners to whom we send it. 


“Our co-sponsors feel very much as we do and have renewed their participation 
consistently each year.” 


Perrect Home is edited to tell the story of firms like Deegan and Clarken, Inc., 
which recognize the importance of building and retaining goodwill and confidence. 
Only firms that merit such confidence can participate in the PERFECT HoME Plan. 


Every page of Perrect Home is designed by a skilled staff of editors and artists 
for maximum reader appeal. It tells in sparkling photographs and copy what is new- 
est in home design, furnishings, and equipment. PerrecT HOME connotes quality 
and builds goodwill for the real estate, home building, or home financing organiza- 
tion holding the exclusive franchise for a community. 


Through the Perrect Home Plan, the cost of this monthly business builder is only 
nominal. The cost of editorial preparation is spread among its users in every section 
of the nation. Local reproduction and mailing costs are in turn shared locally among 
selected, leading firms. These co-sponsors thus combine collectively to encourage 
home ownership. 


A limited number of exclusive, annual, renewable franchises for Perrect HOME 
are still open in certain communities to firms of unimpeachable reputations. If you 
are interested, address your inquiry to 


STAMATS PUBLISHING COMPANY 
CEDAR RAPIDS, IOWA 





John V. Deegan is vice-president and director of the 
Sarasota Board of Realtors, past president and sponsor 
of Executives Club of Sarasota, charter member and 
director of Exchange Club of Sarasota, and a member 
of the Sarasota and State of Florida Chamber of Com- 
merce. He was formerly purchasing manager and office 
manager of the Chrysler Building in New York City. 
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Pwr. 


Architect saves time and money 


in new hospital construction with 


STRAN-STEEL FR 


Pay tyis 


Interior view of Redfield (S.D.) hospital under cuneabibtion. 
Stran-Steel framing comes pre-cut, pre-punched, treated with 
rust-inhibiting paint. 


Exterior view of construction. Electrical wiring is installed through 
factory-punched holes in framing members. 


Spick-and-span interior of the hospital shows how flush 
finishing of walls and doors lends convenience, promotes 
sanitation. 


Nationa Rear Estate anp Buripinec JourNna 


Architects are quick to recognize the many advantages of 
Stran-Steel nailable framing in commercial and industrial 
construction. Read what Mr. A. McWayne, of Perkins and 
McWayne, architects and engineers, Sioux Falls, S.D., says: 


“We are well pleased with the Stran-Steel construction 
as incorporated in the hospital at Redfield, South 
Dakota . . 
time and cost of construction. 


. Stran-Steel offers many possible savings in 


” 


Mr. McWayne says that Stran-Steel framing permitted 
complete enclosure of the building to allow interior work 
to proceed before exterior completion. This means that 
sub-trades (electrical, plumbing and heating) were not held 
up waiting for bricklayers, concrete workers, etc., to finish 


their jobs. Man-hours were saved and costs held down. 


If you are planning a school, hospital or industrial building, 
it will pay you to investigate Stran-Steel framing. Complete 
literature maser on request, or see Sweet's catalog service, 
architectural (é = ) and builders’ (2 = ) files. 


GREAT LAKES STEEL CORPORATION ~- 


Stran-Steel Division Ecorse, Detroit 29, Mich. 


NATIONAL STEEL tilig CORPORATION 
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Ideas That Help Sell 


Letter 

In Torrance, California, Dick 
Miller of Home Loan Realty, sends 
the following letter to “newcom 
ers” 

“Dear Baby 

“Congratulations to your Mom 
and Pop on their fine addition to 
the family, and congratulations to 
you for persuading the stork to 
choose this wonderful country of 


ours for his bundle to 
live in. 

“Since he has chosen Torrance, 
perhaps you would like to know a 
few of the opportunities that lie 
ahead of you while you are grow- 
ing up. Torrance has a fine school 
system, a well-supervised civic rec- 
rig program, plus the YM- 

YWCA, Scout organizations, 
7 many other worthwhile activ 
ities tomake your childhood a hap- 


precious 


Why Build In 


WHITE ELEPHANT 57 











Lightweight ZONOLITE® 
Plaster Aggregate 


: | Saves Dead Weight Handling 


On an average house you easily 
Save up to 10,000 pounds dead 
weight (the weight of several ele- 
phants) with the use of lightweight 
Zonolite Plaster Aggregate—used 
in plaster in place of sand. 

Zonolite Aggregate, weighing 
only 1/12 as much as sand, saves 
time in plaster preparation and 
clean-up. In one recent multiple- 
story job, Zonolite plaster was 
instrumental in saving 86 days in 
construction time. 

Zonolite plaster provides safer 
homes too, for it has attained fire 
ratings up to four times as great 
as sand plaster. 


For Finest Homes, or Low Cost tee, Peoria Plastering Team Uses ZONOLITE Plaster 


Left to right: Ellis Hartseil, LeRoy Wallace, Everett Hartseil (contractor), Norman Hartseil, on a 


low-cost job with ZONOLITE. At right another Hartseil job— $100,000 * 


“finest” Peoria home with 


ZONOLITE plaster throughout. LET ZONOLITE VERMICULITE AGGREGATES save time and 


money on your next job. Write for details today 


Zonolite Co. 
135 S. LaSal lie 
( hicago 3, 


oe NREJ-111 G 


illinois 


—f = Please send complete specification material on 


zd aaane ATE 
wenilGUe 


| City 


Zonolite vermiculite Plaster Aggregate, includ- 
ing summary of fire tests. 


I RIOR a cncvncece<es 
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NaTIoNaL Rear Estart 


py one. Yes, your future is bright, 
and so is the future of Torrance. 
You will realize all this when you 
are old enough to see what the 
great industries surrounding us 
here will be able to offer you. 

“Since Torrance is providing the 
solution to some of your future 
problems, let’s discuss those of the 
present. Has your arrival made 
iving conditions for the family a 
little cramped? We hope you are 
not occupying an obscure corner 
of your Mom’s and Dad’s bedroom, 
or, even worse, a spot in the living 
room. We also feel for you if your 
landlord is a toughie and dislikes 
a little morning crying for chow. 

“Now if this happens to be the 
case, please tell your folks that 
Home Loan Realty has many fine 
homes that have ample room to fit 
every family pocketbook. If they 
will just call Dick Miller of the 
Home Loan Realty, he will be very 
happy to help them in every way 
possible.” 


Radio 


“Coffee and Rolls” is the title of 
a weekly radio program co-spon- 
sored by The Development Com- 
pany, Inc., realtor-builders of Fort 
Smith, Arkansas. The program is 
held in a local restaurant one 
morning each week and members 
of civic and social clubs are the 
invited guests. 

The announcer interviews club 
leaders about their activities, then 
describes specialties of the home 
featured that day. Corsages and 
other prizes are given to partici 
pants. 

The company follows up the 
program with personal letters to 
participants explaining — services 
the company offers. 


Photo Mural 


Make photo murals of the main 
business section of your city, or 
your subdivision, or the homes you 
have built. and place them ina con 
tinuous decorative panel around 
the walls of your office. B. B. Mil 
ler Management Company of Eliz 
abeth, New Jersey, carried out such 
an idea on business properties and 
found it valuable in selling. One 
mural is 371% inches high and 78 
feet long. 

Because these pictures can be 
seen from the street, they help at 
tract attention of passersby. Some 
transactions have been made with- 
out personal visits to the properties 
pictured. The photographs are so 
accurate that measurements of the 
properties can be made to scale. 

(Please turn to page 46) 
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DESIGN DETAILS 


PLATE 9 


Engineered Home 
Wiring System 

















FLOOR PLAN 


you can BE SURE.. i irs 


Westinghouse 








Electric Wiring Must 
Keep up with Trends 


in Modern Living 


Ten years ago, you could count the number of auto- 
matic washers in your town on one hand. Five years 
ago, you could count the clothes dryers in your town 
on one hand. 

Today, there are scores of automatic washers in 
every town ... demand for clothes dryers is spread- 
ing like wildfire. 

These changes are typical of the effect that growing 
demand for Electrical Living is having on living habits 

.. and design of homes. They emphasize the impor- 
tance of “Engineered” wiring systems to assure home 
buyers of efficient electrical service. 

With the Westinghouse Home Wiring Handbook 
you can design electrical systems that will make 
“Engineered” wiring a sales feature of your homes. It 
provides complete, clear explanations of the correct 
way to design electrical systems for homes. _—_G-10176 


Better Homes Bureau 

Dept. NRJ-11-51 

Westinghouse Electric Corp. 

P. O. Box 868, Pittsburgh 30, Pa. 


Enclosed please find $1.00 for a copy of the Home 
Wiring Handbook: B-3510-B. 


Name 
Street 


City 
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Here’s Builder Carl Anderson in the home of Mrs. F. 


Vicha, who purchased one of his houses recently. She says: “My 


"Keeping clothes clean, Mr. Anderson, used to be a real 
problem. Now, with my G-E Automatic Clothes Washer, it’s 
G-E Range is just wonderful. The Super Broiler prepares steak so much easier for me! Why, it gets clothes so nice and white 


just right. . I like 


. the oven heats up so quickly, so evenly and dry, that IT can iron most of “em just as they come out of 


everything about it!” the washer!” 


A family with $50-a-week income 
can afford to own a house with a 


GE Kitchen-Loundruy | 


— MINNESOTA has a population of only 12.000 interested me in including G-E Kitchens in my homes.” 
people. Most people in that area who want homes 


have incomes of $2500 to $3500 a year. “Prospects are delighted!’ 
Yet. Mr. Carl B. Anderson of that city erected and 


Says Mr. Anderson: “I install G-E Kitchen-Laundry 
sold 100 houses with G-E Kitchen-Laundry during the 


equipment in my houses because prospects are sold im- 


past three years. The selling price of his houses is $9500, 
and that includes the G-E appliances on these pages! 

Whether vou build 10 houses or 1000 houses a vear— 
you can sell them faster and easier if they're equipped 
with General Electric appliances. 

Many builders around the country will testify to that. 
Take for example the statement of Builder Anderson. 
some of whose houses are shown at the right: 

“In my opinion a builder is missing a big bet if he 
doesn’t have someone in the kitchen-planning business 
plan his kitehens for him. It was the kitchen-planning 


mediately on the house. They are well acquainted with 
General Electric products. They know they are the 
world’s finest appliances. 

“Furthermore, the cost of the G-E appliances is in- 
cluded right in their mortgage. The home-owner pays 
only $4.85 a month extra. And that’s a wonderful finan- 
cial arrangement. It makes the purchaser of a home a 
better risk. He doesn’t have so many other payments to 
strain his income at the end of the month, 

“No bones about it—the G-E Kitchen-Laundry sells 
my houses!” 


service offered by the local G-E distributor that first Home Bureau. Gereral Electric Co.. Bridgeport 2. Conn. 


You can put your confidence in— 


GENERAL @@) ELECTRIC 
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, 
“‘There’s so much SPACE for food in this fine General Flee- 
tric Refrigerator that I'm finding I don’t have to shop as often 
as I used to! Furthermore, it’s so easy to keep everything in place, 


I don’t have to hunt for foods any more. I think it’s the finest 
refrigerator in the world!” 


“My G-E Sink Cabinet, and G-E Kitchen Cabinets are so 


convenient, and so easy to keep clean, too! I just love my General 
Electric Kitehen-Laundry. I'm afraid it would have been a long 


time before we could own all this fine equipment if it hadn't 
been included in our regular mortgage.” 


Only, 42 a. months! 


Nationa REAL Estate ANp BuiLpinG JoURNAL 
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* Increase in regular monthly mortgage payments, 
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america’s finest sinks 
for america’s 
finest buildings 


Architect: Tibbals—Crumley — Musson, Columbus 
Sinks Supplied by Zeitier Cabinet Co, Columbus 
Elkay Representatwe Arthur Gibbons Co. Dayton 2 


the only sink 
AWARDED FASHION 
ACADEMY 

GOLD MEDAL 

FOR EXCELLENCE 
OF DESIGN 


Parklawn Manor selects sinks of 
Elkay Lustertone Stainless Steel to add 
extra value and appeal to its 384 
impressive rental units. They realize 
that the silvery satin of Lustertone’s 
time-honored, time-defying sinks will 
keep their kitchens looking better 
forever—with minimum maintenance. 
Owners know that famous Lustertone 
remains permanently bright, 
unstained and untarnished...never 
needs scouring or bleaching. 


Wide tic Nestea ates 
elkay manufacturing co., 1896 S$. 54th Avenue, Chicago 50 


The World's Oldest Manufacturer of Stoinless Stee! Stee! Sinks 








NIRENSTEIN’S 


NATIONAL OCCUPANCY MAPS OF 
DOWNTOWN BUSINESS REAL ESTATE 


THE STANDARD REFERENCE 
for 
Bankers ... Brokers... Chain Stores 
Life Insurance Companies . . Investors . . Libraries 
Realtors .. . State, County and Municipal Offices 
Universities 


Looking at these maps, you have the whole story 
at a glance — frontage, depth, area, height and 
type of buildings, names of owners and ground floor 
tenants and the city assessed valuations of land and 


buildings. 


NIRENSTEIN’S NATIONAL REALTY MAP COMPANY 
377 Dwight Street Springfield, Mass. 





ILLUSTRATE YOUR SALES TALK 


Style No. 711 


In sizes 16” x 20” to 58” x 20”. Your choice of oak, 
walnut, mahogany or aluminum frames. Other 
boards furnished in any style or size. Write for our 
illustrated folder. 





C V 57 cast i2™ street 
+49) New york 3, N. ¥. 


* |BULLETIN COMPANY| 




















STATEMENT OF THE OWNERSHIP, MANAGEMENT, AND CIRCl 
LATION REQUIRED BY THE ACT OF CONGRESS OF AUGUST 24 
1912, AS AMENDED BY THE ACTS OF MARCH 3, 1933, AND 
JULY 2, 1946 (Title 39, United States Code, Section 233 


Of Natronat Rear Estate anp Burpinc Journar published monthly 
at Cedar Rapids, Iowa, for October 1, 1951 


1. The names and addresses of the publisher. editor, managing editor 
and business manager are: Publisher, Stamats Publishing Company, Cedar 
Rapids, Iowa; Editor, Ralph H. Clements, Cedar Rapids, Iowa; Managing 
Editor, Harry B. Fawcett, Cedar Rapids, Iowa; Business Manager, Herbert 
S. Stamats, Cedar Rapids, Iowa 


2. The owner is: (If owned by a corporation, its name and addres 
must be stated and also immediately thereunder the names and addresse 
of stockholders owning or holding 1 percent or more of total amount of 
stock. If not owned by a corporation, the names and addresses of the 
individual owners must be given. If owned by a partnership or other 
unincorporated firm, its name and address, as well as that of each individ 
ual member, must be given.) Stamats Publishing Company; Herbert S$ 
Stamats; Isabel R. Stamats; Guaranty Bank & Trust Co., Trustee for Sarah 
Jane Hedges; Guaranty Bank & Trust Co., Trustee for Peter O. Stamats 
Delbert R. Ashby; Georgia M. Beardsley; Lenore K. Chehak; John I 
Dameron; Charles S$. Day; Alfred E. Durin; Edwin C, Evans; Mary Zo« 
Figge; Edna Westfall Foster; Frances H. Foster; Ima T. Holloway; Ada 
L. Stewart; A. C. Stewart; Forrest W. Stewart; United Casualty Company 
T. J. Krebs, all of Cedar Rapids, lowa 


3. The known bondholders, mortgagees, and other security holders, own 
ing or holding 1 percent or more of the total amount of bonds, mortgages 
or other securities are: (If there are none, so state.) None 

4. Paragraphs 2 and 3 include, in cases where the stock holder or security 
holder appears upon the books of the company as trustee or in other fiduci 
ary relation, the name of the person or corporation for whom such trustee is 
acting; also the statements in the two paragraphs show the affiant’s full 
knowledge and belief as to the circumstances and conditions under which 
stockholders and security holders who do not appear upon the books of 
the company as trustees, hold stock and securities in a capacity other than 
that of a bona fide owner 

Heasent S. Sramarts, President. 

Sworn to and subscribed before me this 29th day of September, 1951 


SEAL D. S. Lupron 
My commission expires July 4, 1954.) 
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For a cocktail table 


This Booklet 


It gives you the 
ee any of 


NEVAMAR “a ate surtace 


WITH 


COLORFUL 


NEVAMAR 


NEVAMAR is a versatile building material. It lends itself readily to the 


Wiis is 


smallest resurfacing job or the largest building project. Beauty, color and 
durability are built right in! NEVAMAR is a high-pressure laminate that is 


amazingly resistant to practically every cause of damage. Maintenance 


costs are eliminated because it never needs painting or refinishing. In 
homes, in stores, in offices, in public places 


NEVAMAR is the surfacing 
material you can depend on for lasting satisfaction. Get all the facts that 
every builder should have about NEVAMAR 
SOLE DISTRIBUTORS: THE NEVAMAR COMPANY, BALTIMORE-30, MD 
NEVAMAR high-pres- 


: hee NATIONAL ez: Zececrs 


NATIONAL REAL Estatt 
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Manufacturers of Nevamar High-Pressure Laminates- SARAN FILAMENTS Wynene Molded Products 
AND BUILDING November 


ODENTON, MARYLAND + NEW YORK: EMPIRE STATE BUILDING + LOS ANGELES: 2252 EAST 37™ STREET 


2 1957 
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Ideas That Help Sell 
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The Owner Objects 
Sand To Pay Dirt 
Dramatize Your Houses 


They Lost the Sale 
By Marian Finney 


Tenants Buy Furniture With Rent 
By Hanns Moser 


Walls Where You Want Them 
Get Full Coverage From Office Forms 


Savings in Baseboard Heating 
By Durward Humes 


For Your Christmas Promotion 
From Shamble To Showplace 


How To Use Natural Wood Finishes 
By F. L. Browne 


Use Showmanship in Renting 


The Law Says 


By George F. Anderson 


Highlights of New Tax Law 
By Bert V. Tornborgh 


Impending Shortages May 
Tighten Building Controls 
By Robert J. Lewis 


Homes Our Readers Are Building 
Examine Credit and Collection Policies 
Idle Space is Wasted Space 

Service-Wise Shopping 

Product Progress 


Among Ourselves 


Published monthly for real estate builders, property man- 
agers, and real estate brokers, by Stamats Publishing 
Company. Publication Office and Headquarters, 427 Sixth 
Ave., S.E., Cedar Rapids, lowa. 


Subscription prices: $4 a year, $7 
years in the United States 

other countries, $6.50 a year 
issues except Roster issue $1. 
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In Canada, $5 a year; in all 
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Industry Spotlight 


OME economists believe new increases in taxes, 
both personal and excise, may apply brake to con 
sumer spending. Slumping sales would mean layoffs, 
having a depressing effect on housing. Big supporting 
prop for economy is defense spending, which will 
pour money into the pockets of consumers for at least 
three years. Even with that, some think that produc 
tive capacity of country is turning out goods in ex 
cess of spending power. 


The average home built in 1950, says HHFA, was 
one-story, basementless, and had an area of about 
1,000 square feet. The survey of 30,000 homes, all in 
sured by FHA, showed that only 36% were built with 
basements, 12% were more than one story. Warm air 
heating systems were used in 80% of the houses and 
60% were heated with gas, 31% with oil. 


Realtor-Builder Edward Carr of Washington, D. ( 
says the No. 1 problem of the building industry is 
still: “How can our industry serve the public better 
than it ever has in the past.” Of equal importance, he 
says, is to do a better job of acquainting the public 
with the truth about housing and the remarkable job 
the industry has done. 


NAREB President Alexander Summer says one of 
many examples of confusion in Washington is pro 
motion by the administration of bond issues for so 
cialized housing. Meanwhile, the Executive Office of 
the President rules against bond issues for veterans’ 
bonus payments as “inflationary.” 


A survey among real estate executives in 15 cities 
shows that sales are showing a sharp increase after a 
slow summer. Prices on new homes are up about 4%, 
and construction starts are down. Biggest demand 1s 
for industrial property. Although asking prices are 
still high, mdst cities reported listings easier to get 


Price officials are discussing ceiling regulations for 
the building industry. The rules would not apply to 
operative builders, only those in the industry who 
contract to do work for others. Subcontractors would 
be affected, as well as custom builders. 


Mortgage men say the money market will take a 
turn for the better. Reasons: unexpected strength of 
government bond market, increase in savings, insur 
ance companies writing new business at a high rate, 
government's deficit financing will force continued 
low interest rates 


During the first six months of 1951, the estimated 
average construction cost per unit of privately-owned 
homes was $8,875. The figure includes all urban, 
rural, and farm properties. 


Builders in and around 40 communities that have 
been named defense areas are wringing their hands 
They believe they might be in for the same treatment 
as their building brothers in San Diego. Last May. 
Uncle Sam authorized builders to construct 6,000 
dwelling units, 2,000 for rental, the balance for sale 
To date, seven single houses are under-way. Princi 
pal rub is that price ceilings are too low $8,500 
for the proposed 1,200 two-bedroom houses. $9,500 
for the 750 three-bedroom dwellings. The govern 
ment’s answer: “It’s all defense workers can afford.” 
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So NEW ... So DIFFERENT ... So SALABLE. Never 
before such a wealth of new and desirable features 
for modern living. Peaseway “New-Design’’ Homes 
ore the FIRST prefabricated CONTEMPORARY DE- 
SIGN homes in America. Each one a masterpiece of 
livability, quality and durability. To the foreward 
thinking builder they present a solid opportunity to 
establish himself as a leader in the building industry 
in his area. 


Our Peaseway Plan tells you how these “New- 
Design” homes can be yours to build on a franchise 
basis in your territory. It tells you, too, about the 


WRITE TO: 


PEASE WOODWORK COMPANY 


ROOM 1105 
CINCINNATI 23, OHIO 
“In business in Cincinnati since 1893"’ 


Nou ember » £957 


me Che Crestwood 


Three bedroom home for more 
and better living designed by 
Schworz and West—A. L A 


The Archwood 


Four bedroom home. Another first 
in better housing by nationally 
known contemporary architect 
Oscor Stonorov—A.1A.—~A.LP. 


a's Che Eastwood 


Two bedroom home. Modern as 
this moment. Designed by Robison 
Heap noted contemporary ar- 
chitect 


complete line of Peaseway Homes you can offer— 
ranging from a 2-bedroom home of 691 square feet 
to the latest contemporary design home of 1410 
square feet containing 4 bedrooms and 2 baths. 


Prices range from $7,000 up. F.H.A. approved. 


Many of our franchise builder-erectors aided by the 
Peaseway Plan have gained prominence and domi- 
nance in their market. You may be located in one of 


our recently opened territories, East of the Mississippi. 


We urge you to write at ye 


r earliest convenience ... 
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E OVERHEARD a real estate builder admonish one of his 

salesmen the other day. The executive had received a com 
plaint from a buyer of one of his new homes. The buyer had under- 
stood from the salesman that insurance was included in his month 
ly payments. When he found it wasn’t, he was boiling mad. 

The salesman defended himself with “I didn’t say it was includ 
ed.” But his boss’ rebuttal was something that made our ears perk 
up. “I don’t know what you said,” he told the salesman. “I hold 
you responsible for what this fellow understood.” 

That's something all of us would do well to remember. It's not 
what we say that counts most. It’s what the other fellow under 
stands. 

Actually, this builder was getting down to a fundamental of 
long-range success in any business. He knows that you can’t build 
confidence and a reputation without integrity. He knows that in 
tegrity is made up of a lot of little things . . . and each one builds 
toward or tears down confidence. The confidence of people in him 
and his way of doing business is what is going to spell profit or 
loss to him in years to come 

There seems to be less emphasis on integrity today. In the scurry 
to get their share of the business, some men will gloss over a defect 
here, a complaint there. They'll say things they don’t exactly 
mean, They seem to be doing all right now. Yet, if we keep our 
ear to the ground, we can hear the whispering campaign starting 
against them. That's sure death to any business. 

Perhaps all of us should analyze our business way of life. Inad 
vertently, we may be putting more emphasis on the number of 
homes we are building rather than the quality of the homes we do 
build. We may be forgetting that the number of sales we made 
last month isn’t nearly as important as the number of satisfied 
customers we had last month. We may be overlooking the fact that 
we are known not so much by the big, momentous decisions we 
make in a year, but by the 87 little decisions we made this morning 
and the 67 we will make this afternoon 

Integrity is the primary ingredient of building confidence. There 
is no easy, magical way to do the job. 

We're reminded of the story of England’s Rothchild, who was 
approached by a man who wanted to borrow $100,000. Rothchild 
listened to the man’s straightforward story, then said, “Wouldn't 
you like to take a walk around the block?” 

After they had strolled around the busy street, they returned to 
the office where Rothchild politely bade the man goodbye. “But, 
Mr. Rothchild,” the man stammered, “What about the $100,000?” 

“Why young man,” was the reply. “You can borrow $200,000 

Publisher from any one of 20 people who saw you walking with me just 
Herpert S. STAMATS now.” 

Editorial Director You don’t win the confidence of others overnight. It’s an over 
Ratpu H. CLEMENTS the-years proposition. But you can lose it overnight. When you 
Réher and Guhens lances have earned it keep earning it, the benefits are manifold. Like 
Sion Siete Rothchild, you can walk down the streets with a stranger, and 

: others will trust him. 
Associate Editors Integrity is the only thing we have of value. Without it, we have 
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the owner 


Objects 


He may stall his decision to let you sell his property for 
several reasons. How can you answer his most common arguments? 
Twelve real estate executives tell the 


answers they have found most successful. 


7 OU HAVE a lead for a listing. You talk with the owner 


and find that he wants-to sell . . . and yet he hesitates. 
Today’s market raises all sorts of questions in his mind. He 
uses those questions to fence with you. Perhaps he wants to 
sell the property himself. Maybe he plans to wait’ thinking 
he’ll get more money a year from now. He may want to 
“think it over for a few days” or “discuss it with friends.” 
Or he doesn’t want to “tie up” his listing for a definite 
period of time. 

You may lose a possible listing on any one or all of these 
objections if you aren’t ready with sincere, logical answers. 
But what are those answers? What are the best reasons for 
selling now and letting you handle the sale? 

Because of the scarcity of good listings, Journal editors 
talked with real estate men in various cities, discovering the 
listing arguments that are causing the most trouble today. 
Armed with these, we asked 12 leading realtors to tell us 


what answers work best for them. 


John T. Bonner, Columbus, Ohio; Vincent P. Bradley, Trenton, New Jersey; William J. 
Campbell, Kansas City, Missouri; Frank MacBride, Jr., Sacramento, California; James F. 
McMicken, West Allis, Wisconsin; Ed Mendeahall, High Point, North Carolina; Lester 
W. Miller, Waterloo, lowa; Miss Lillian R. Moebus, New York City; Thad Murphey, 
Macon, Georgia; Clinton B. Snyder, Newark, New Jersey; Harrison L. Todd, Camden, New 
Jersey; George E. Walker, Des Moines, Iowa. 
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Owner: “Won't I be able to seli my home for more 
money a year from now?” 

THap Murpuey: “I think the price of your house 
will be lower next year and that the market is now at 
its highest peak. However, should the war expand, 
prices could go up and there will be a scarcity premi 
um for your house. 

“If the price of your house should rise, all other 
comparable items and necessary essentials for living 
will rise with it, and the purchasing power of your 
dollar will be about the same. Prices in real estate are 
relative with the purchasing power of the dollar. 

“We believe that you cannot take the chance of a 

lower price for the house next year as against selling 
your house on today’s market.” 
James F. McMicken: “You may be able to sell your 
home for more money a year from now, but any 
positive answer I might give you would be merely 
a guess. These thoughts might be helpful: 

“If you intend to see another home, it should make 
little difference to you whether the market goes up 
or down. The same market conditions will affect both 
properties. 

“From the tax standpoint, under the legislation 
which should be law soon, you will pay no tax on 
the sale of your home unless the cost of the new home 
is less than the cost of the old one. Even under these 
conditions the tax will apply only to the difference in 
the cost of the two homes. 

“If you intend to hold onto your home until next 
year for speculation purposes, I'd suggest you play 
the stock market, for the speculative possibilities are 
much greater.” 


Oo 


Owner: “I can sell my home myself.” 

Ep MENDENHALL: “Perhaps you can, but how will 
you know what price to place on the property? Are 
you familiar with what similar houses are bringing 
on today’s market? Can you help the buyer arrange 
his financing? That’s most important today. Can you 
present your house fairly? After all, it’s your home 
and you'll likely either oversell it or be very con- 
scientious and undersell it. One is almost as bad as 
the other. 

“Have you had experience in preparing real estate 
advertising? Do you know the type of ad that attracts 
reader interest? These are the things we have spent 
years studying. Our experience snalies us to get re 
sults and take this indies off your shoulders. 

“I believe we can get a better price for your proper- 

ty and in less time than you yourself could get, at 
the same time relieving you of all the work and de 
tails connected with the sale. If you'll estimate the 
time and effort you would spend, the small commis 
sion we earn will seem negligible. If we don’t sell 
your home, it costs you nothing. Isn’t that a fair 
proposition?” 
Frank MacBrine, Jr.: “Perhaps you can. No one 
should say that you could not sell your own home. 
However, there is a lot more to obtaining the top 
price a property will bring than just placing an ad 
in the paper or a ‘For Sale’ sign on the ion. 

“Let’s take the very important matter of financing. 
I presume you want all cash, or at least your equity 
in cash. The average seller does, you know. Do you 
know how much of a loan your property will carry, 
the monthly payments, closing costs, and monthly 
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income required of a purchaser to qualify for the 
loan? Have you had a great deal of experience in 
analyzing prospective buyers so that when you accept 
a deposit from a party the party actually has the 
cash to close the sale? He might have a house in 
Sacramento that has to be sold and it might take 
several weeks to make the sale. 

“These and many other important matters should 
be thoroughly understood by anyone selling your 
property. We are back again to selling. The order 
taking days are over. If you want the top price of the 
market for your property and a transaction with 
your buyer that will be a pleasure to remember, let 
a qualified, competent, experienced realtor represent 
you. I’m sure you will agree that you have made a 
wise decision.” 


Owner: “I won't list for more than 30 days.” 
Vincent P. Braptey: “If you will price your poe 
ty below proven market value, so winod know they 
are getting a bargain, 30 days may be adequate. If 
you desire to get a fair price, in line with what com 
parable houses have sold for recently, 30 days is not 
enough to render you the kind of service to which 
you are entitled. 

“Your fine house should be inspected inside and 
out by a group of our sales associates and a report 
given you as to what price they believe they can get 
It must be advertised well with frequent changes in 
newspaper copy. We use individually painted signs 
for more effectiveness. 

“Remember, too, that details of your property are 

given to more than 100 other real estate people in and 
around Trenton, all working together to sell your 
property.” 
Grorce E. WaLKer: “You should understand, Mr 
Owner, that the time has returned when the market 
ing of real estate must be handled scientifically in 
order to make a satisfactory transaction. The ap 
praisal, financing, advertising, pe ames use of 
mailing lists, and presentation to salesmen and co- 
operating brokers all playing an important part in 
making sales. 

“We have the names on file of many prospects 
who have been looking for several months. But the 
selling business has now reached a place where it is 
highly competitive. Many of these prospects have 
bought other items. . . television sets, cars, radios. It 
might require several months to sell your property 
to some prospect we have right now, especially if they 
are cash buyers. If not, the financing problem faces 
us and in many cases it takes several weeks to obtain 
this financing. 

“I would suggest you list your property with some 
of the ‘speed merchants.’ If they fail to produce, turn 
it over to us on our regular six month's listing plan. 
We cannot guarantee a sale but can assure you that 
your property will be given the kind of attention that 
has sold many millions of dollars worth of Des 
Moines real estate. 

“We are just as anxious as you to make a quick 
sale. But our experience has taught us that such sales 
are few and infrequent and that it still takes hard 
work and real estate know-how. Bear in mind, Mr 
Owner, that under our operation each listing becomes 
an expense and we receive no compensation until the 
sale is made and you have the money.” 
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Owner: “I want more time to think about selling. I 
want to watch business conditions.” 

Joun T. Bonner: “Watching business conditions is 
very much like watching scenery from the observa 
tion car of a train. You don’t see where you are go 
ing; you merely see where you've been. As your 
broker, however, we are much like the railroad engi 
neer and better able to interpret the economic signals 
that point to a profitable sale. 

“Since our bei is based upon the price at which 
your property se lls, we are as anxious as you to get 
the highest price obtainable for your property. 

“We feel that the time to sell is now. While you are 
watching for a higher market, which may never 
come, we will be selling many properties at excellent 
prices. These sellers will never be caught in a falling 
market. Why not give us your confidence and let us 
put you on the right track to a profitable sale?” 


0 


Owner: “I want to talk over the sale of my property 
with my family and friends.” 
Wiiuiam J. Campseii: “There are so many im 
portant factors affecting real estate today that a de 
cision to sell property and at what price should only 
be made after ere. with an experienced realtor 
“Friends and relatives can often help in many 
ways, but usually they are not well-informed on the 
conditions affecting your property ... its market value 
to comparable properties, the tax angle which may 
confront you, and many other factors. These are con 
ditions which an experienced realtor can help you 
analyze. The willingness of friends to help you might 
actually result in their doing more harm than good 
“It is hardly fair for you to put this responsibility 
up to them, especially when our firm is in a position 
to analyze your property and give you the benefit of 
our many years of real estate experience.” 
Miss Lituian R. Moesus: “If that will make you 
happier. please do. But keep in mind that your op 


When Journat editors asked Frank MacBride, f° Je 


to give his answer to the owner who says, 


portune moment might be lost with the delay. Our 
years of experience in the real estate field enable us 
to give you professional advice and we are always 
glad to help. “May I call you again in a few days?” 


Owner: “I won't sell my home and pay a fancy 
rental. I'm better off here.” 
Harrison L. Topp: “I agree that if you sell your 
home and rent a property you are going to pay a 
fancy rental. This is caused by the value of the in 
flated dollar. And don’t forget you are getting a fancy 
profit on the price obtained for your home. By taking 
this sale you will be able to use the cash you are 
getting from the sale to hedge against this situation. 
‘My recommendation is to not pay a fancy rental 
but to let us find a home more suited to your needs, 
a home which will be more economical and will pro 
vide you with happy, comfortable living. This, in 
itself, will be an economical move, not only giving 
you the security of your own home but also saving 
you carrying costs and other expenses. It certainly 
is a proper time to consider this move.” 


Owner: “T'll list my property with you if you will 
find me an apartment to rent.” 

Lester W. Mitter: “A ‘Houdini’ is needed here! It 
the price at which we think it will sell is such that 
you would make a substantial profit, then you'd 
better list it, even if you have to move in with your 
mother-in-law. If you need a home of another size, 
you can list this property because most likely we can 
find a home that is better suited to your needs. 

“As for the apartmeni, list your property with us 
and give us a week to find a place for you. If we don’t 
succeed in that time. we will throw out the listing 
agreement.” 


Sacramento realtor builder. 
“T can sell my home myself,” he not 


only complied but tested his salesmen on the same question. Here are some of 


their answers 


“Selling is a profession. The broker has trained agents who are specialists in 


the real estate field. 
business.” 


“When an owner advertises his home himself, 
people going through his home are buyers or just lookers. 


A seller does not realize the complexity of the real estate 


he doesn’t know whether the 
A broker can screen 


the potential buyers before taking them to look at a house which fits their 


needs.” 


“A seller 


usually doesn’t know whether 


the buyer has the downpayment or 


whether he will qualify for the loan. And he’s usually hesitant about asking how 


much a buyer 


can put down.’ 


“In most cases the individual owner doesn’t know the true value or loan value 


of his property 


A real estate firm has the experience and information he needs.” 


“People who deal directly with the owner expect the price to be lower because 
the broker isn’t involved. The result is that the owner gets a lower price and has 
to handle the details himself.” 


“A broker 


acts as an arbitrator in case of any dissention between buyer 


and 


seller. He represents both the buyer and seller and is in a better position to iron 
out any differences as they occur.” 
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Visitors to Westlake apartments are given six-page folder describing equipment, facilities, features of rental units 


Sand to Pay Dirt 


STUTE promotion rents apartment units and sells 
LX houses as fast as they are completed at Henry 
Doelger’s mammoth Westlake subdivision near the 
western shore of San Francisco’s Lake Merced. 

The scope of the Westlake project, of course, is 
such that it has aroused much public interest and has 
attracted publicity, but Doelger has supplemented 
this natural advantage with tested promotional 
methods. 

One of America’s largest, this 1,000-acre subdi- 
vision is nearing completion on ground that a short 
time ago was sandy, desolate, and uneven. It has 
been plotted for 7,000 homes, 1,200 apartment units. 

One of Doelger’s most effective promotional devices 
is the use of model apartment units, completely fur 
nished by a San Francisco store. During the time 
that three model apartments were open to the public, 
50,000 visitors were attracted and over 400 applica 
tions were taken in. All completed apartment units 
(over 500) are now occupied and Doelger has a 
waiting list of 125. 

Doelger channels his advertising strategically 
through four San Francisco and one county news- 
paper, and one radio station. He also makes use of an 
attractive, well-planned brochure. Billboards on 
major thoroughfares point the way to Westlake and 
announce the model units. 

In his promotion, Doelger keynotes variety, low 
rental, and desirable accessories. He points out that 
his floor plans vary widely in style and size, offering 
prospects an appealing range of choice. Rents run 
from $59.50 to $92.50 for one- and two-bedroom 
apartments. After credit approval, his renters are re 
quired to sign a one-ycar lease. 

Picture windows, snack bars, garbage disposal units 
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blower furnaces, stainless steel sinks, refrigerators, 
automatic laundries, tile baths, colored fixtures, hard 
wood floors, and electric ranges are given a promi 
nent place in Westlake advertising — where they can 
exert their subtle sales pressure 


For You... 


COUNTRY CLUB 
APARTMENTS 


IN 


Ueitlake 


@. \ewe on Crantinn, Commerce, 


DESIGNED for LIVING 
by 


Henry Dowlge: 


YOO CAN 
mm 


Newspaper, radio, billboards brought 50,000 visitors to opening 
of furnished model apartments, resulted in complete rental 
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Paul Schleicher and Sons, 
of Hammond, Indiana, have 
questions. Even though they 
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the demonstration house, the scale mode} is built 
to show construction features. Miniature sam 
ples illustrate to visitors the framing of roof 
and walls, type of insulation, system of heating, 
and other behind-the-walls construction details. 

Paul Schleicher, Sr., commenting on the use 
of demonstration houses, says, “It’s the best 
type of promotion we have used. But to get 
maximum benefit, the house must be furnished 
in good taste and in the same price class as the 
house itself. I believe so firmly in this that be 
fore we tied-in with a local store, we bought the 
furnishings for the houses ourselves.” 

The Schleichers watch costs like hawks but 
they don’t sacrifice quality. The heating system, 
lesigned by Schleiche or, Sr., himself, is a good 
example. A gun-type oil burner forces hot air 
through a main duct (12 inches in diameter) 
down the center of the basementless house 
Small paper tubes with aluminum fittings run 
off the main duct every one and one-half feet 
at right angles. The three-inch tubes carry ithe 
heat to the perimeter of the house where it flows 
out of slotted baseboards in every room except 
the bath. Where the bathtub covers the base 
board, the heat is discharged through a grill 
set into the window sill. Heating controls are by 
Minneapolis-Honey well. 

Many cost-saving methods are used by the 
Schleichers. Roof trusses, framing me »mbers, and 
some wall sections are pre-cut in a shop at the 
project, then hauled to the site. Outside wall 
sections are assembled on the ground, lifted 
into place and tied in. 

For maximum economy, all plumbing in the 
house is back-to-back. Sink and Bendix washer 
are installed along one wall of the kitchen, back 
ed up on the other side of the wall by plumbing 
in the bathroom. 

Individuality is one of the keynotes in the 
Schleichers’ building program. On the $11,950 
houses, for example, eight different elevations 
are used. Most of the houses are Red Cedar 
shingled, stained in a wide variety of colors 
with Cabot stain. Light colors of Celotex roofing 
also add to the individuality of each house. 

Modernfold doors are one of the major 
features of the interior. These accordion-folding 
doors are used in every room except the bath. 
Sliding doors are used on closets to save more 
space usually taken up by door “swings.” 

Another eye-catcher for prospects is the 


A triple-purpose activities room has deep cedar-paneled closets for equipment 
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Kitchen features wood cabinets with plastic counter tops 


activities room, an area just off the kitchen that 
can be used for dining, recreation, laundering 
Deep closets in this room can be used to house 
a clothes dryer, cleaning equipment. The room 
is separated from the kitchen by a half-parti 
tion with a pass-through. 

The concrete floors of the homes have both a 
vapor seal and insulation and are covered with 
Armstrong’s asphalt tile. Heat tubes are laid on 
waterproof paper over two layers of insulating 
brick siding. Walls are insulated with an alumi 
num reflective blanket. Walls in one room are 
finished with striated plywood. All other walls 
are plastered, and the kitchen and bath are 
painted 

Bathrooms in Schleicher homes are equipped 
with Briggs and Standard-Sanitary fixtures. 
Kitchen cabinets and storage wall closets are 
manufactured by Mengel Company. 

Downpayment for GI’s on the $11,950 house 
is $1,020, including closing costs, with monthly 
payments of $76. Under FHA, the downpay 
ment is $2,400, with monthly payments of mod 
$70. 


Quick changes convert the same room into a dining area or 


recreation room 





They Lost the Sale 
\ 


Va 


By MARIAN FINNEY 


UTTING that rent money into 
I a home of our own made sense 
to us. We were going to buy a 
house. We'd made up our minds. 
We were sold — until we began to 
deal with real estate salesmen. 

Before I even begin my tale, I 
am tempted to digress with a biting 
commentary on home-sellers in 
general. But that probably would 
n't be fair. I'm too recent a buyer 
to be fair. So I'll content myself 
with the simple observation that 

our house-hunting 

venture brought us 

into contact with a 

strange succession of 

salesmen — salesmen 

who not only couldn't 
sell ice cubes in you-know-where, 
but who also nearly unsold my 
husband and me on the whole idea 
of home ownership! 

The first salesman we met 
simply oozed personality. There’s 
no hieiee it — he could charm a 
cat away from catnip. It was Sun- 
day afternoon and we had stopped, 
as had several other couples, at a 
model home. Mr. Charming greet 
ed us royally, took us through the 
house in a group, and extolled the 
advantages of buying in this par- 

. ticular tract. He had 

the gift of gab. He 

© had that group hyp 

| notized. And what > 

you think he did? .. . 

He suddenly thrust 

some advertising into our hands 

and rushed away to charm a group 
of later arrivals! 

That was his job, I know — he 
was expected to show the house, 
not to close sales. But he didn’t 
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give us time to ask questions. He 
didn’t even give us a chance to 
leave our names and addresses. 
There was no follow-up, no noth 
ing. We might have bought in that 
tract if there had been a follow-up. 

I always think of the next sales- 
man we met as Mr. Uncompromis 
ing. He had the coldest manner of 
any man I've ever met. I think his 
mother must have been frightened 
by a snowman or something. We 
liked the house he 
was showing, but the 
terms were a bit 
steeper than we had | 
expected. I'm sure 
there was some way 
those terms could have been modi- 
fied, but Mr. Uncompromising 
wouldn't listen. His attitude seem- 
ed to be that, if we couldn’t meet 
the terms as stated, we were bad 
financial risks. No sale there. 

The third house we visited was 
in another new tract. I thought at 
first that I was going to like the 
salesman. He questioned us about 
what sort of house we wanted and 
he made us feel at first — as if 
he were interested in pleasing us. 
6 om [hen he explained 

gl that our notions were 
ai » entirely out of date! 

i He tried to be tactful 
about it, I'm sure, but 
he implied very clear- 
ly that we didn’t know what we 
wanted. He had four sets of 
floor plans which, he explained, 
were so ingeniously wales out 
that one or another of them would 
suit anybody perfectly. That was 
a little to much to swallow and we 
left. 

Next, we met Mr. Don’t-Know. 


Every time we asked a question 
about the house he was showing, 
he would say, “Gee, I don’t know! 
I'll find out.” The result was that 
when he tried to tell us what a 
wonderful bargain the house was, 
we didn’t believe a word he said. 
He didn’t know if that house was 
a bargain or not. He didn’t even 
know if it was insulated! 

Then there was Mr. Fast-Talk, 
who would say anything to make 
a sale — with no regard whatever 
for the truth. He was a good talker, 
too, with a pleasant personality 
and a persuasive manner; but we 
soon got onto him. Hang a Vene- 
tian blind on a sand dune and I 
swear that man would try to sell it 
for a suburban estate! 

By that time, we were ready to 
quit. Home-buying, we decided, 
required too much time and money 
—and a specialized poss 
knowledge that we 
didn’t have. If it 
hadn’t been for our 
friends, we would 
have given up. 

Some of them accused us of look 
ing for a salesman rather than a 
house. That’s about what we were 
doing too. It wasn’t that we wanted 
a man with wings — we just want- 
ed one who would help us find the 
home we wanted. 

We finally found him. I can’t 
characterize him with a made-up 
name because there was nothing 
special about him. He was an older 
man, poised, quiet, friendly. He 
was genuinely interested in our 
ideas. In lots of ways, the house 
he was showing didn't fit those 
ideas; but he didn’t think we were 
wrong and the house right. 

(Please turn to page 46) 


Here’s an appraisal of selling methods straight from the highest 


authority —a bona fide buyer! You'll find a challenge for your 


salesmen in the experiences of this couple as they visited subdivi- 


sions in search of a new home. In six easy lessons, the author ex- 


plains how never to sell anybody anything — especially real estate 
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Tenants buy furniture with rent 


New York City apartment builders offer novel promotional plan to attract tenants 


FPENANTS of Beach Haven, 1,860-family garden 

type apartment colony in Brooklyn, can buy their 
furniture as they pay their rent. That's the idea in 
augurated by Fred C. Trump of New York City, 
builder and manager of the project 

Trump recently offered the public 50 furnished 
and fully-decorated 114, 344, and 414-room apart 
ments . the novel twist being that the tenants 
would become the full owners of the furnishings at 
the expiration of a three-year lease. 

In large newspaper advertisements Trump explain- 
ed his project by saying that it would “offer a solu 
tion to the furnishing difficulties confronting three 
types of families: business couples, newly-married 
couples trying to establish homes, and families with 
children who are faced with the problem of refurnish 
ing.” 

Beach Haven is a self-contained community with 
80% of the 40-acre tract allocated to landscaped 
lawns, gardens, and park areas. It features six-story 
brick elevator buildings, underground garage facili 
ties for about 900 cars, and a 14-store air-conditioned 
shopping center. 

Rentals for the furnished apartments are $85 for 
the 114-room unit, $105 for 314 rooms, and $130 for 
+1 rooms. Cost of the furniture, including all essen 
tial pieces such as beds, sofas, tables, chairs, is amor 
tized over three years. After that time the cost reverts 
to the rates for unfurnished apartments: $70, $86.50, 
and $110 

The Beach Haven management has made arrange 
ments with a wholesale house and tenants may choose 
from several designs and styles, either traditional or 
modern. The plan also provides a degree of flexibility 
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by making allowances for furnishings already pur 
chased by prospective tenants. If families bring in 
some of their own furniture, the rental is adjusted 
accordingly. 

Trump says the Beach Haven experiment has prov 
ed so successful . . . all furnished units having been 
rented . . . it will be extended to his other multi 
family Brooklyn development, the 1,344-unit Shore 
Haven project. 

At least one other builder in the New York area is 
experimenting with a similar idea. Astoria Associates, 
Inc., owner-manager of Marine Terrace in Queens. 
offers completely furnished 34, 412, and 542-room 
units. The furnishings, estimated at a value of from 
$1,500 up, are amortized over a two-year period. At 
the expiration of that time title to the furniture pass 
es to the tenant on payment of $1. 

Astoria Associates says the furnished apartment 
idea has “caught on” because it corresponds to the 
tenants’ Pes established habit of buying on the 
installment plan. 

Marine Terrace contains 1,338 rental units, most 
of them 414-room apartments. The rentals, with 
slight changes for location of apartment and quality 
of furniture selected, are: 31/ rooms, $79 (unfurnish 
ed), $106 (furnished); 414 rooms, $88 (unfurnish 
ed), $120 (furnished); 514% rooms, $105 (unfurnish 
ed), $140 (furnished). 

Marine Terrace also offers a tenant insurance 
policy with management paying a// premiums. The 
tenant pays in no way, either directly or indirectly 
The poli y provides for full payment of a lease in 
the event that the lessee dies before the expiration 
date 
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Movable walls 


ee ee : 
ndividual movable walls can be set up as space requirements dictate. Complete 
alteration of office space takes only a few hours. If new tenants request different 


layout, walls can be dismantled and materials completely salvaged for re-use 


Wall-top filler panels are available for buildings with varied ceiling heights: Steel 
clips are used to hold the panels together. Mouldings are placed between panels 


There’s little noise, confusion, or muss in installing most types of movable walls 





Raceways in both base and cornice provide easy access for wiring installations 
Wall installations require no special tools and a minimum of labor. Maintenance 


costs are low. Most movable panels weigh less than eight pounds per square foot 
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HEADACHE to many proper 
[\ ty managers is how to get the 
best use from floor space and still 
please tenants. Tenant needs for 
room layouts vary and what pleas- 
es in one instance may not match 
the wants of a successive tenant 

Some managers have solved this 
problem with movable interior 
walls and partitions. Extra offices 
can be set up in short order with 
practically no disruption of office 
routine. It is often possible to get 
new business from tenants de 
manding specific space allocations 
without completely remodeling a 
property. Residential properties 
can be altered economically to in 
crease rentability. 

Biggest advantages of non-bear 
ing walls are easy installation, low 
maintenance costs, and re-use of 
the walls. Primarily used today in 
offices and industrial plants, there’s 
no reason why they can’t be used 
in other types of properties. 

Movable steel- or asbestos and 
cement-constructed walls come in 
several stock sizes corresponding 
to most-used cornice heights. Min 
eral board or steel top fillers can 
be used for specifications other 
than regular stock sizes. For special 
orders, some manufacturers will 
“custom-make”™ interior partitions 

Movability, sound Baten 
fire protection are features of inter 
changeable walls that shouldn't be 
overlooked. Most standard wall 
panels are packed with rock o 
glass wool for sound control, and 
combustion is no problem with 
steel or asbestos and cement walls 

Wiring for air conditioning. 
electrical, and phone lines is easy 


in simulated wood grain finish and a variety of colors and shades 
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where you want them 


because most partitions have sep 
arate “lay-in” raceways in both 
base and cornice as well as stand 
ard panel connections. Wire can 
be laid in from either side of wall 
independently. 

Walls come in many colors as 
well as a wood grain finish. Sur 
faces of metal walls have a baked 
on enamel finish. It is chip- and 
mar-resistant and requires only 
soap and water washing to restore 
its fresh new look. 

Original installation costs vary 
with type required, whether solid 
panel or solid panel with glass, 
type of glass, number of doors per 
lineal foot, type of hardware on 
doors. 

A typical installation of a mov 
able metal wall section 143” x 95” 
with one flush door costs approxi 
mately $340 complete with door 
hardware and a factory-finished 
enamel surface. 

Installation of this wall takes 
only a few hours. A permanent 
wall of the same size would take 
approximately two weeks to in 


Movable walls needn't look like portable walls. Wall sections are available 


Panels 


are available with doors, corrugated glass. and plate glass where desired 
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_ help solve room alteration problems for property managers 


And the 
moving 


stall, plaster, 
remodeling 
permanent walls is far 
than that of moving flexible par 
titions 

Asbestos and cement 
hung on steel studs forming a rigid 
double-faced partition. Panels may 
be applied vertically or horizon 
tally. These have many of the 
features of metal walls and some 
units have natural finishes that 
can be decorated as desired 

A recent development is a panel 
faced with a durable non-metallic 
material three-sixteenths of an 
inch thick. The panel facing is 
plastic-welded to a honeycomb 
core of impregnated paper. Steel is 
used with the panel for posts, 
base, cornice, lay-in wiring facili 
ties, and accessories. This panel 
will withstand a pushing pressure 
of 70 pounds per square inch and 
an overall pulling pressure of 500 
pounds. Edges are covered with 
metal to prevent chipping or crack 
ing 


and paint 
expense of 
greater 


walls are 
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Get FULL COVERAGE 
from Office Forms 


Are you always confident that you have all essential 
information regarding listings, management and owner reports, 
rental collections? Don’t trust to luck or expect an overworked 


HUSS BROTHERS memory to retain the facts. Get them down on paper . . . on 


REALTORS 
ver 


2 Boum Bind. at Mighiond 


PROPERTY MANACEMENT 


tabergh 6 Pa 


Savings in 
Baseboard Heating 


New system cuts piping and labor costs in half 


eer Seong et method for in- 
stalling baseboard heating 
units has recently been developed 
which can cut in half the cost of 
labor, pipe. and fittings for piping 
in a hot water baseboard heating 
system. Tested at the University of 
Illinois under the auspices of the 
Institute of Boiler and Radiator 
Manufacturers, the simplified pip 
ing system is the latest product of 
an 11-year research program. 
Although not adaptable for all 
installations, the new piping sys 
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specific forms designed for specific jobs. 


tem recommended by the I-B-R 
researchers eliminates swing joints, 
omits radiator valves, and uses a 
series loop system for baseboards 
However, on some installations ra 
diator valves cannot be omitted. 

Throughout at least one com 
plete heating season the research 
ers tested the simplified piping sys 
tem lina two story, SIX room house 
with a full basement and in a pre 
fabricated, one-story, basementless 
house. 

By eliminating swing joints and 
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the radiator valve about 35% in 
cost of material was saved for each 
pair of radiator connections. In ad 
dition, the estimated time required 
to install the radiator branch con 
nectors may be reduced by about 
39%. 

It was found that the elimina 
tion of swing joints caused no 
difficulty in making connections, 
nor caused any operational trouble 
or noises. A single horizontal off 
set is all that is needed to connect 
to the riser that passes up through 
the floor to the baseboard connec 
tions. This connection still pro 
vides all the flexibility required 
for quick piping work and quiet 
)peration 

What happens when radiator 
valves are eliminated? Nothing. 
except the economy of omitting 
them. Tests made at the 1-B-R Re 
search Home show that no reduc 
tion in fuel consumption is made 
by turning off the baseboards in 
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7 EEPING a watchful eye on 
office details is an important 
part of operating an efficient real 
estate office. But successful opera 
tion depends on more than vigi 
lance. Attention to details will pay 
more dividends if there’s a specific, 
comprehensive office form for 
every type of transaction. Correct 
forms will lessen the danger of 
omitting important data from list 
ing and So we agreements, rent 
al applications and records, own- 
ers’ reports. 

From long experience and vol 
ume business, Huss Brothers, Pitts- 
burgh realtors, have developed a 
series of office forms that take 
many of the worries out of office 
accounting. 

A Huss Brothers’ form for list- 
ed properties includes space for a 
photo, property location and price, 
lot description, and complete con- 
struction, mortgage, occupancy, as- 
sessment and tax data. Notation is 
made of the original listing date 
and any subsequent re-listing dates. 
Space is also provided for sag 
age information and any special 
comments pertaining to the par- 
ticular property. 

The company uses a standard 
listing contract approved by the 
Pittsburgh Real Estate Board. This 
contains a special section describ 
ing items which are now on the 
premises and which will be de 


bedrooms that have windows open 


at night. These tests were con- 
ducted both with and without night 
set-back of the thermostat. 

The tests also indicate that if the 
bedroom baseboards are turned off 
at night, a longer time is needed to 
bring the house temperature back 
to normal in the morning. 

The savings effected with the 
series loop system, as borne out 
by the tests, can be considerable 
Here’s the way it breaks down for 
a typical one-story, five-room 
house: (1) 56.6% saving on cost 
of pipe; (2) 66.5% saving on cost 
of nipples; (3) 40.6% on cost of 
a (4) 50.6% saving on esti 
mated installation time. 

The researchers found that if 
labor is valued at $2.50 per hour 
the total saving amounted to 49% 
when the series loop system, minus 
the swing joints and valves, was in 
stalled. This was equal to a saving 
of about $12.50 per room heated. 
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livered free and clear of all en 
cumbrances. Included here are 
screen doors and windows, lighting 
fixtures, bathroom accessory fix- 
tures, water heater, range, lin- 
oleum, shrubs and trees. An own- 
ers’ attention is directed to this 
section and he is requested to strike 
out any items that are not to be 
included. 

The contract also states that any 
deposit made, if forfeited by the 
buyer, shall first apply to the 
agent’s commission and the bal- 
ance, if any, shall belong to the 
owner, 

When the company shows a 
listed property to a prospect, it 
sends the seller a form telling him 
of the prospects’ interest. The own- 
er is asked to inform the agent if 
the prospect returns to examine 
the property. A special note on the 
form asks the owner to mention 
any changes that have taken place 
since the property was listed. 

Special care has been taken in 
preparing the agreement of sale 
form to avoid any last minute mis- 
understandings between seller and 
buyer. The 81-line form covers all 
possible contingencies and is word- 
ed in easily-understandable lan- 
guage. 

Huss Brothers’ rental applica- 
tion has the usual questions about 
the prospect . . . occupation, refer- 
ences. income, charge accounts . . . 
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and also has space for property 
description, rental, repairs needed. 
owner's name and address. 

Rent-due notices to tenants are 
accompanied with a special return 
envelope which helps assure 
prompt payment. The company 
does not mail rent receipts unless 
requested. 

When a tenant makes a request 
for repairs, the company sends the 
owner a special memo asking for 
an okay to proceed with the work 
Having this authorization prevents 
any question arising later from 
tenant or owner as to whose at 
count the repairs should be charg 
ed. 

On periodic inspections of prop 
erties under its management, the 
company makes sure no essential 
information is omitted by filling 
out a 31-item management report. 
This requires management to Some 
up-to-date on the exact physical 
condition of all properties 

In recording lease renewals, 
Huss Brothers uses a special color 
ed form which lists any special re 
pairs requested by the tenant and 
agreed to by the managing agent 
and owner, in addition to the usu 
al renewal information. This elimi 
nates the possibility of forgetting 
or denying verbal agreements on 
repairs. This form is then filed 
under the owner's name for future 
reference. 


By Durwarp HuMEs 


Plumbing and Heating 
Industries Bureau 
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For 


your 
Christmas 
Promotion 


HILDREN appear on your radio program and 

broadcast their Christmas wishes. They obtain 
program tickets by writing or calling at your office 
with their parents. This affords opportunity of build- 
ing a good prospect file, getting people into your office 
to see listings. 


Send Christmas cards signed by all salesmen and 
executives to persons who have bought from the com 
pany during the past year. Enclose complimentary 
theater tickets. This creates friendliness and valuable 
word-of-mouth publicity. 


Invite children to visit your firm’s offices with their 
parents to receive a free comic book. In your office 
give the parents the opportunity to inspect photo 
graphs of listed properties and to ask questions about 
them. One company using this idea gave away 250 
comic books which resulted directly in 14 sales. 


Advertise “Santa Claus Specials” in home bar- 
gains. Each day offer a different house at a reduced 


price, but do not reveal which home is being offered. 
Thus prospects must call at company offices to de 
termine what today’s “special” is. If the home is not 
sold on its “special” day, put.it back on the market at 
its original price. 


Use the Christmas season to create a home refer 
ence library in your office. Stock your library with 
back and current issues of popular consumer maga- 
zines, house plans, and books pertaining to buying or 
building a home. Send Christmas greetings to pros 
pects and newlyweds and tell them about your lend 
ing library. Put on a drive in December to publicize 
your new service. Your library will enable young 
married couples and others to plan their home and to 
take new, definite interest in home building. 


Have a photographer take pictures of families that 
purchased homes from you within the past year. Take 
these pictures about the second week in December 
when the homes are bedecked with Yuletide trim 
mings. Present each family with a print; then use 
duplicated prints for newspaper advertising during 
the third week in December. Suggested caption for 
the ads: “Our home owners are celebrating Christmas 
at home. Why not join them by celebrating Christ 
mas in your own new home?” 


Organize “Santa Claus Scavenger Parties” on vari 
ous evenings in early December. Have those interest 
ed in purchasing a new home meet at your office. Use 
sleighs, if the weather permits, or automobiles to con 
vey party members to several available homes. 


Urge all families in need of an apartment or home 
to sign a “Santa Claus Register.” Ask each to list 
their name, occupation, number of children, type of 
home they would desire for occupancy during this 
Christmas season. Contact each signer and arrange to 
show several homes that might fit their needs. 


In all your advertisements use the theme, “This 
Christmas will be a truly happy one if it finds you 
in your very own home.” Repeated again and again, 
this theme cannot help but influence. 


Whet the hunger for home ownership by attract 
ing Christmas shoppers with a colorful window dis 
play. Use a snow scene of a miniature home decorat 
ed for Christmas. Have a cut-out of Santa Claus and 
his reindeer about to light on the roof. Make that 
home look like a sanctuary . . . a warm, comfortable. 
happy place. 


Have old Saint Nick in your office to personally 
greet children who are there with their parents. This 
will create goodwill among your new prospects 


Decorate your subdivision with Christmas tree 
lights, other Yuletide trimmings. Decorate particu 
larly those houses that are not yet sold, and call at 
tention to them with large Saint Nick placards 


Sponsor an outdoor Christmas decoration contest 
in your subdivision. Publicize the contest. Present 
the winner with a gift having sufficient value to 
sharpen the competition. Resulting decorations will 
attract many potential home buyers and promote the 
Yule spirit within the community 


34 November, 1951 NaTIoNAaL Rea Estate AND BurLpING JouRNAI 


a ee 





Nationa Rea Esratt 


Imagination converts run-down structures into 


profitable investments 


From Shamble to Showplace 


pw community has white elephants . 
_4 those rambling structures that serve no par 
ticular purpose. They take up valuable land 
They may be a blight on the community. But 
with imagination. they can be converted into 
useful dwellings . . . and at a profit 

Realtor-Builder H. E. Russell of Richmond, 
California, does just that. He searches for old, 
run-down structures that have possibilities. He 
converts them into new. attractive quarters. He 
landscapes the lot. He improves the appearance 
to such an extent that property values in the 
surrounding area are increased. making the 
venture profitable for him and for neighbors. 

As a sample of his imagination, Russell just 
finished converting an aged structure, once a 
chickenhouse, into a modern dwelling. When 
Russell took on the task, the building was a blot 
on the landscape. Its ancient paint was peeling, 
boards were rotting, and the site was strewn 
with debris. From these apparent ruins, Russell 
built such an attractive home that even after a 
10-day public showing it still draws sight-seers 
from the surrounding area. 

“Operation Chickenhouse” began when Rus 
sell saw that the location had possibilities 
a panoramic view of a near-by city park and a 
sloping lot lined with acacia and fruit trees. 

Major structural changes started by sheath 
ing existing wood with fireproof asbestos in 
order to meet rigid building codes. The lower 
half of the exterior walls was then covered with 
Johns-Manville Flexboard and the upper half 
finished with kiln-dried. rough-sawed, clear 
heart tongue and grooved redwood. New sup 
porting columns were set on steel plates, and 
the original beams were replaced with heavy 
new ones. 

The lot is high at the back and slopes gently 
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to the ayenue at the front. A paved parking 
space. large enough for three cars, now com 
mands the lower part of the lot. Trees which 
partially blocked the view were cut down, the 
larger ones being retained as part of the land 
scaping plan. A brick patio, 12x50 feet, was 
built on the high portion of the lot back of the 
house. 

A striking interior feature is an open mezza 
nine studio above the main living area. Access 
to the brick patio is from the studio, which ad 
joins two small bedrooms and a half-bath, also 
on the mezzanine level. Total floor space on this 
level is 746 square feet. 

Non-glare windows now overlook the patio 
on the sunny side of the dwelling. These win 
dows flood the open studio with sunlight and 
provide additional light for the living area 
below. Another unusual feature is that the 
mezzanine may be reached by stairways at both 
ends of the downstairs area. which. with the 
open studio, help create a feeling of spacious 
ness 

One-quarter-inch U. S. Plywood was used for 
all interior walls and partitions. Beams in the 
main living area are exposed and painted a pale 
yellow. Interior redwood panels are waxed to 
bring out the fine grain. 

The main floor includes a dining area and 
kitchen, which are under the mezzanine, a 
shower room and a large storage area. Total 
area on the main floor is 1250 square feet. The 
house is heated by a Lennox High-boy gas heat 
er, 75.000 btu, located at one end of the main 
floor. 

The entire project required 58 actual working 
days for completion. Total cost of remodelling 
the house was $9,500. Russell sold the converted 
property for $17,500 
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How to use natural wood finishes 


With the trend to modernize traditional architectural styles, natural 


wood finishes have become increasingly popular for home exteriors. 


By F. L. BROWNE* 


They can add substantially to the appearance and salability of homes 


built for sale if they are correctly applied and properly maintained 


MN] ATURAL finishes for wood siding on the ex 
LN teriors of houses have become increasingly popu 
lar during the past 15 years. Woods that have a rich 
brown or red color of their own, such as redwood and 
western red cedar, lend themselves particularly well 
to natural finish, though woods of paler color, such 
as cypress, pine, knotty pine, and Douglas fir are 
sometimes finished in that way. 

Those who have learned to use suitable materials 
for a natural finish and to apply and maintain them 
correctly have usually found them pleasing and satis 
factory. On the other hand some who have tried 
natural finishes without first learning what they re 
quire have been disappointed and have changed back 
to the older practice of hiding the wood under a coat 
ing of house paint 

The first thing to learn about natural finishes is 
that they are much less durable and therefore must 
be renewed much more frequently than coatings of 
house paint. House paint should go at least four years 
before needing renewal but natural finishes nearly 
always need renewal at least once a year. On parts of 
a house that are fully exposed to sunshine and rain, 
natural finish usually needs renewal every six 
months until it has been done three or four times, 
after which ihe intervals may be somewhat longer. 
though seldom more than 12 months. On more shel 
tered parts of the house yearly renewal may suffice 
and in deep shade the intervals may be even longe1 

As a rule the lowest courses of siding on the south 
side of the house are most severely exposed and need 
most frequent renewal of natural finish where as ihe 
highest courses of siding and the overhang under the 
eaves of the north side are the most sheltered and can 
go longest between renewals. Trees of neighboring 
houses, however, may shift the locations of greatest 
and least exposure to other parts of the house 

Need for renewal of finish becomes evident when 
the luster or glossiness originally imparted to the 
wood by the finish fades to the dullness of unfinished 
wood. Another test is to splash water on the surface 
to see whether the water rolls off quickly in droplets 
or spreads on the wood and is soon absorbed. In ihe 
latter case fresh application of finish is in order 

Needed renewal of finish must not be delayed ioo 
long. for if it is postponed unduly the wood begins io 
acquire a gray color that turns still darker gray when 
more finishing eventually restore the 
desired color after serious grayness has developed the 
surface must be scraped or sandpapered until the 
wood is bright again. If the wood is allowed to become 
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roughened and cupped as well as grayed by weather 
ing. the restoration of a smooth, bright surface be 
comes very laborious. For that reason the timely re 
newal of natural finish simply cannot be neglected 
Similar neglect of coatings of house paint is less 
serious. 

There is no way of keeping wood very long with 
exactly the color and nearly complete absence of 
gloss with which it comes from the lumber yard. A 
finish that could do so would enjoy a good market. 
But any protective finish that can be applied neces 
sarily penetrates slightly into the wood, displaces air 
from wood cells, and seems to deepen the color of the 
wood even if the protective material has no color of 
its own. Moreover, by filling the pores in the wood. 
the protective material makes the surface smoother 
and therefore imparts at least a moderate degree of 
luster or glossiness. As time passes there is further 
change of color because sunlight gradually darkens 
the color of most woods by changing yellows and reds 
toward brown. Even the weakened sunlight that gets 
through windows eventually darkens interior wood 
work. If, in addition, the protective finish itself dark 
ens with age, as most of them do, still more change in 
color must be expected. Fortunately, aged wood is 
still more attractive than freshly cut wood 

Natural finishes may be divided into three broad 
types, the oil finishes, the wood sealer finishes, and 
the varnish finishes. They differ in the composition 
of the material used, in the appropriate methods of 
application, in the resulting appearance. and in im 
portant characteristics of performance. The paint in 
dustry, however, has no such generally-recognized 
classification of finishes; the trade names of com 
mercial products do not necessarily indicate the type 
to which they belong. Thus a material may be sold 
as a “log cabin oil” and yet turn out to be either a 
sealer or a varnish. The user must judge from such 
information about the composition as may be given 
on the label and particularly from the way the prod 
uct behaves when he starts to apply it. 

OIL FINISH. The natural finish with the lowest 
degree of luster or gloss is the oil finish. It also dark 
ens the color of the wood more than other natural 
finishes do because the oil penetrates farther into 
wood. Moreover the oils are inclined to continue 
darkening with age more than most seals or varnishes 


Chemist, Forest Products Laboratory, maintained by the 
Forest Service, U. S. Department of Agriculture, at Madison 
Wisconsin, in cooperation with the University of Wisconsin 
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do. The darkening, however. can be largely correct 
ed by incorporating a little pigment in the oil as is 
described farther on. 

The simplest and oldest oil finish is ordinary lin 
seed oil, either raw linseed oil or boiled linseed oil. 
Unless the work can be done in warm, dry weather 
it is best to use boiled oil or else to add about one- 
sixth of a pint of liquid paint drier to a gallon of raw 
oil. Most painters also like to add some volatile thin 
ner to linseed oil, thinking that it makes the oil pene 
trate deeper. That is not the case, but thinning ihe 
oil helps to avoid leaving any excess oil on the sur 
face. Teenntinn, mineral spirits, or other thinner 
sold for mixing with paint may be used but do not 
add more than a half gallon of thinner to a gallon 
of oil. 

The oil may be applied by brushing, spraying, or 
mopping. Two good coats are needed for new wood. 
But it is most important to see that all of the oil sinks 
into the surface of the wood. If, after the second coat 
has been applied and has stood 20 to 30 minutes, 
there are any glossy places where excess oil stands 
on the surface, it should be wiped off before it has 
time to harden. Coatings of linseed oil are unsatis 
factory not only because they are too glossy but be 
cause they are inclined to run or to wrinkle when 
they dry. In any event, coatings of oil are too soft. 
tend to hold dirt, and become mildewed easily. 

In renewing the oil finish after it shows signs of 
wear, one fresh application should suffice. Again, 
any excess not drawn into the wood should be wiped 
off. (Do not forget that oily rags are a fire hazard 
Burn them promptly or keep them in a tightly closed 
metal container until they can be burned. ) 

Trade-brand products may be purchased at paint 
stores. They are often called log oils or log cabin oils 
because the natural finishes for exterior woodwork 
first became popular for summer cottages built of 
peeled logs. The commercial products are usually 
made of bodied linseed oil, tung oil. or other drying 
oils and thinners. Bodied oils have been heated or 
treated chemically to increase the viscosity greatly. 
after which a greater proportion of inexpensive thin 
ner must be added to restore suitable viscosity for 
application. The bodied-oil finishes do not penetrate 
so deeply into wood as raw or boiled oil does and 
therefore do not darken the color of the wood so 
much. The product approaches the properties of a 
wood sealer more and more closely as the degree of 
bodying is increased. ; 

The trade-brand oils should be applied and main 
tained just as has been described for the raw linseed 
oil finish. Since a bodied oil is more apt to leave an 
excess standing on the surface than raw oil is, special 
care should be taken to wipe off the excess before it 
becomes hardened. 

The oil finishes give their best service in dry places 
where there never are any prolonged periods of 
dampness. such as southern Arizona. Where damp 
ness may linger for some time the oils are subject to 
attack by molds, the fungi that grow on surfaces. On 
finishes the condition is usually called mildew. A 
dark, almost black discoloration may result. Mildew 
can be prevented by incorporating suitable preserva 
tives in the oil finish. Some. though by no means all 
of the trade-brand oil finishes. already contain pre 
servatives. If so, the kind and amount should be stat 
ed on the label. Mere statement that the product it 
self is a preservative, however. is meaningless because 
the paint industry's use of that word may have no 
such significance. 
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If linseed oil or a commercial product not contain 
ing preservative is used, there are two ways of in 
corporating suitable preservative. One way 1s to buy 
one of the concentrated solutions of pentachloro 
phenol or other chlorinated phenols sold at lumber 
yards for preserving wood and to mix it with the lin 
seed oil instead of adding turpentine or paint thinner 
If the directions on the preservative say that it is to 
be mixed with three times its volume of fuel oil for 
use as a wood preservative, it may be mixed one 
volume of concentrated preservative to three volumes 
of linseed oil for a linseed oil finish 

The other way of accomplishing the purpose is to 
buy one of the water-repellent preservatives now 
sold at many lumber yards and some paint stores and 
apply it to the wood before the linseed oil finish is 
put on. In the second case most renewals of the finish 
can be done with the linseed oil alone, for the treat 
ment with water-repellent preservative need not be 
repeated for three or four years. 

The oil finishes may be further modified to ad 
vantage by incorporating a small amount of pigment 
in them. Usually a pigment of reddish brown color 
is desired to simulate the color of the heartwood of 
redwood or red cedar. The pale color of any sapwood 
present in the lumber is thereby changed to resemble 
the heartwood more closely and such woods as pine 
or Douglas fir are given a richer color. Moreover, 
better maintenance of color is achieved because the 
presence of the pigment tends to mask the gradual 
darkening in the color of the wood itself 

If renewal of finish should be delayed until some 
boards become slightly grayed from weathering, the 
pigment helps to restore the desired color, provided 
the graying has not been allowed to go too far, Fin 
ally, presence of a little pigment usually adds appre 
ciably to the durability of the finish. Of course, the 
amount of pigment must be small. well short of the 
point at which it could give a painted or even a stain 
ed appearance 

A number of the trade-brand oil finishes on the 
market contain pigments. Such products, of course 
should be stirred thoroughly before use and should 


(Please turn to page 47 
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Oil finish may 
I'wo coats are needed for 


be applied by brushing, spraying, or mopping 
new wood. If excess oil stands on 
surface after second coat, it should be wiped off before it has 


time to harden 
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Use Showmanship in Renting 


YELLING is “making the other 
person want to buy what you 
have to offer.” and renting apart 
ments is a selling job. Some prop 
erty managers have forgotten that 
in the past few years of a ‘sellers’ 
market,” but they’re realizing the 
importance of it again as apart 
ment vacancies increase. 

In many apartment buildings 
the methods used in showing and 
renting units leaves much to be 
desired because they are frequent 
ly handled by operating employ 
ees — superintendents. janitors. 
elevator operators — who have not 
been properly trained. Where a 
trained rental agent is available. 
or where operating employees have 
been given careful instructions, the 
results are usually much better 

The problem is of particular im 
portance in the smaller building. 
and in connection with those pros 
pects who shop from building to 
building before approaching a rent 
ing agent. In such cases. the first 
part of the job falls upon the oper 
ating employee. If management 
officials only realized how many 
prospective leases are lost because 
of an initial bad impression creat 
ed by the discourtesy. lack of in 
terest, delay, or slovenliness of an 
employee they would pay more at 
tention to training their men in 
the fundamentals of renting work. 

Even if first impressions are 
favorable, there is a right and 
wrong way to present the unit to 
the prospect. Its advantages should 
be presented in such a manner 
that they will outweight its disad 
vantages in the prospect's mind. 
This calls for a certain amount of 
sales technique and a_ thorough 
knowledge of all the talking points 
of the building and the suite 

One of the first essentials is to 
keep your building in spic and 
span condition inside and_ out. 
Many a lease is lost in the lobby 
Lobby. halls, and elevators should 
be kept spotless. Vacant apart 
ments should be kept in first rate 
condition. One vacant apartment 
in each line should be decorated as 
a show apartment 

The person who handles rentals 
should be thoroughly familiar with 
these five steps in the sale 
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High occupancy rates of recent years have caused some property 


managers to become lax in their apartment merchandising methods. 


But vacancies are on the increase in some cities and experienced 


managers recognize the need to revitalize renting techniques now 


1. Approach. There are two 
kinds of personality—pleasant and 
unpleasant. Cultivate the former. 
Greet prospects with a smile. Make 
yourself attractive to people who 
come into your building. Be clean 
and presentable. If people like you, 
they will want to rent in your 
building 

2. Introduction. “The voice 
with a smile wins.” A pleasant, 
courteous introduc tion pt pros 
pects feel at home. If they feel at 
home. a good start has been made. 

3. Creating interest. Point out 
the good features of the apartment 
and building. These include ex 
posure, light and air, cross venti 
lation, ceiling heights, convenience 
of layouts. closets, laundry, drying 
facilities. transportation, parks, 
shopping 

Points of interest in public spac 
es include house telephone, door 
interviewer, mail boxes, garbage 
disposal. fire towers. The main ad 
vantages of these and other fea 
tures in the suite should be stress 
ed. Radio and television outlets, 
size and arrangement of closets, 
convenience of bathroom are 
among the numerous features that 
have sales appeal. 

Kitchens and bedrooms -are ex 
ceptional sales features. In the 
kitchen you should be able to talk 
intelligently about the good points 
of the range. refrigerator, cabinets, 
floor covering. If the kitchen con 
tains special lighting over work 
spaces this should be stressed. 

In the bedroom, point out size 
and equipment of closets, especial 
ly linen and cedar closets, the 
amount of space and how it can be 
used for twin or double beds 

Call attention to laundry facili 
ties, automatic machines if provid 
ed. space set aside for storage in 
the basement 

Be able to answer prospec ts 1m 
mediately about the sizes of rooms. 
cubic capacity of refrigerators, 
kind of current. how many closets 


in an apartment. Know your 
neighborhood, including all its lo 
cation advantages. Know the loca 
tion of schools, churches, transpor 
tation facilities, playgrounds. 

These things should be brought 
out intelligently in the course of 
presenting the space. Don’t over 
whelm your prospects with infor 
mation, but let them know as 
many advantages as possible dur 
ing the course of the conversation. 
Sometimes it is possible to indicate 
an advantage without saying any- 
thing about it 

«4. Creating desire. At this stage 
of the game your prospect has be- 
come really interested in the build- 
ing the course of the conversation. 
Sometimes it is possible to indicate 
an advantage without saying any- 
thing about it. 

If husband and wife show a de 
sire for privacy to discuss certain 
items, give them plenty of oppor 
tunity within the apartment. If 
you force them to wait until they 
are outside of the building, you 
may lose them. However, be con- 
sistently available in the adjoining 
room, ready to provide any infor 
mation they may wish. Do every- 
thing to facilitate a decision on 
the spot! 

Here are some practical pointers 
for the renting employee 

Always obtain the name of your 
prospect. 

See that your prospect receives 
a pamphlet by the management 
concern describing the building 
and suites. 

Make a report to the office of all 
prospects who call at the building. 

Don’t promise more than you 
can and will deliver. 

Don’t smoke while showing 
apartments or talking to prospects 
or tenants. Some people object 
strongly to smoking. 

When in doubt, find out. Don't 
make mis-statements. 

Follow up your prospects close 
ly, but don’t high-pressure them. 
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By GEORGE F. ANDERSON 
J SELL you an old six-flat build- 
ing for $20,000, $10,000 cash, 
and $10,000 purchase money mort- 
gage. As soon as our contract is 
entered into, you sign a contract 
to have the building remodeled at 
of $10,000. A mechanic's 
lien attaches as of the date the 
labor and material are ordered. 
This would be before the date of 
the purchase money mortgage and 
in the ordinary course of events 
the mechanic’s lien would iake 
priority over the mortgage, but 
this was not an ordinary mortgage 
This was a purchase money mort 
gage. Does that make any differ 
ence? 

Kratovil on Real Estate Law, 
Sec. 411, says: “Most states accord 
a purchase money mortgage and a 
vendor's lien priority me 
chanics’ liens for work done on 
the order of the purchaser.” 


a cost 


over 


AS a general rule chattels firmly 
[\ attached to real estate become 
a part of the real estate and the 
party installing the same has no 
right of removal. 

An exception to this principle is 
certain types of fixtures installed 
by tenants, such as trade fixtures, 
agricultural fixtures, domestic and 
ornamental fixtures. 

There is one thing that the ten 
ant must remember, however, and 
that is he must exercise his right 
of removal before. or at the time 
his lease expires. If he does not he 
loses the right and in many cases 
this has been a great loss. 


lk ordinary long forms of 
Real 


Estate Sales Contracts 
provide that in the event of a 
breach by the buyer, the seller 
may at his option forfeit the ear 
nest money. Some of the shorter 
forms do not contain this provi 
sion. But even so the result is about 
the same because a buyer cannot 
by suing and alleging that he 
breached the contract recover back 
the earnest money. 

It is my opinion, however, that 
if the earnest money is a large 
amount, much more than the dam 
ages suffered by the seller, and 
the breach by the buyer was not 
willful or arbitrary, the buyer can 
recover back a part of the earnest 
money. 


NE must be careful how he 
goes about revoking his will. 
Tearing the will up is. of course. 
a good revocation, but suppose no 
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Does a purchase money mortgage have priority over a mechanics’ 


lien? Does a tenant have the right to remove any chattels firmly 


attached to real estate? What constitutes a good revocation of a 


will? If a lease precedes a mortgage, is the mortgage always sub- 


ordinate to the lease? Here is timely counsel on these legal points 


body knows you tore your will up. 
and when you die they prove up 
your will by proving the contents 

In the case of Dowling vs. Hilli 
land, 286 Ill. 530, 122 N. E. 70. 
the testator wrote below his sig 
nature, “Not any good. Changed 
my mind.” This was not a good 
revocation of the will since he had 
not struck out any material part 
of the will. 


COMPLAINT filed to 
LX foreciose a mortgage on a com 
mercial building. The tenant got 
pretty excited about it because he 
had a long term lease at a low 
rental. He rushed down to see a 
lawyer about it. The lawyer asked 
him if the lease was dated before 
or after the mortgage. The tenant 
said, “Before. before. long time be 
fore. several years.” The lawyer 
said, “Then you're O.K. The lease 


was 
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comes ahead of the mortgage. and 
they can’t do a thing to you.” The 
tenant said, “Thank God for that 
That takes a load off my mind 

Later on the lawyer had to eat 
his words. There was little 
thing that he had overlooked. The 
lease contained a provision, as 
many leases do, that it should be 
subordinate to any mortgage that 
may be put on the premises 

I'm glad I'm retired 


one 


UDGING from documents filed 
VJ in County Recorder Joseph 1 
Baran’s office, the southeast corner 
of Merrill Ave. and 67th St.. 177 
by 125 feet, has been sold by the 
Drovers Trust & Savings Bank, as 
trustee, to Adolph Ademann, who 
immediately conveyed title to the 
Chicago City Bank & Trust Co., as 
trustee. Purchase price, according 
to revenue stamps, was $190,000 





Highlights of NewTax Law 





BY BERT ae 


Minx men smoke, but Fu Man 
i Chu.” said Confucius. but 
that was a long time ago and he 
hadn't heard of the Revenue Act 
of 1951, which ups the tax on cig 
arettes and almost cuts it in half 
on chewing tobacco. This perhaps 
reverses the trend observed by the 
olden sage. 

Dirt excavated ona construction 
project and hauled about in the 
general vicinity is not subject to 
transportation tax. And there are 
a few other breaks and benefit 
that the new law extends, such as 
eased provisions for admissions 
and cabaret taxes, among others 
So the news is not all bad, and 
fit to print. 

Of particular interest in the rea! 
estate field is the new pr 
about not taxing gains on 
residence, as illustrated in 
examples 

a) A bought a home for $12.00( 
in 1940, sold it in January, 195! 
for $20,000, buys a new home i 
December. 1951 for $20,000. The 
$8,000 gain is “not recognized 
If the new home had cost $18.000 
there would have been taxable 
gain of $2,000 (excess of sales 
price received over cost of new 
home ) 

b) B buys a new home for $25. 
000. His old residence cost him 
$14,000, was sold for $18,000. a 
$4,000 gain which applies as a 
reduction of cost of new home, so 
that his “adjusted base’ (net 
so to speak) of new home is $21. 
000 ($25,000 minus $4.000 

Note that the new home acquisi 
tion must fall within a year prior 
to selling the old, or a year after. 
and that gain is only recognized 
to the extent that selling price o! 
old exceeds purchase price of new. 
Also, taxpayer must really use new 
home as a residence; if he buys it 
and rents it out, the bets are off 
An exception is if new home is 
new construction, in which 
he has 18 months to move in, after 
sale, provided construction started 
within one year after sale 
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Involuntary conversions, such 
as condemnations or losses by fire, 
are looked on as sales and come 
under the above new provisions. 

Further, the provisions also ap 
ply to ownership of stock in co 
operative apartment set-up, pro 
vided holder occupies the apart 
ment in question. Houseboats and 
trailers also come under the new 
provisions 

In case of an apartment over a 
store building, or a dwelling on a 
farm, the new provisions apply (in 
case of sale of the whole property 
only to the residence part, includ 
ing outbuildings that went with 
the residence but none used for 
business purposes. Effective date 
of all this is January 1, 1951 
on sales made on or after that date 

All in all, quite a change for 
harassed home-owners! 

In case it makes you feel any 
better, the President and Vice Pres 
ident and members of Congress 
ose their tax exemption on the ex 
pense allowances, effective in Jan 
uary, 1953. They are thus brought 
down to the status of us ordinary 
mortals and “welcome home” 
to them. 

Chere used to be certain limits 
below which you did not have to 
report interest payments, on in 
formation returns (forms 1096 and 
1099) due February 15th. These 
are out. and information returns 
may be required as to interest pay 
ments regardless of amounts. 

Family partnerships are finally 
recognized in the new law. Begin 
ning with 1951 a person may be 
a partner in a business in which 
capital is a material income-pro 
ducing factor if he (or she) owns 
a piece of the partnership, wheth 
er acquired by gift or by purchase. 
Prior tax laws were silent on this 
point and the courts have had to 
wrestle with it for years. 

Corporation rates have been in 
creased from 47% to 52% com 
bined normal and surtax, on in 
comes over $25.000; excess profits 
tax rate stays put at 30%. 
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The old 50% business about 
long term capital gains and losses 
is out. All capital gains and losses 
are now picked up 100%, but half 
of the excess of net long term capi 
tal gains over net short term capi 
tal losses may be deducted; the al 
ternative capital gains tax rate 1s 
up from 25% to 26%, for both in 
dividuals and corporations. 

Last year there was much to-do 
about splitting up corporations so 
as to get more than one $25,000 
surtax exemption and excess prof 
its tax credit. The new law has 
caught up with that and any split 
offs after January 1, 1951 will not 
be recognized unless a good busi 
ness purpose can be proved. 

The net operating loss picture 
of taxpayers generally has been 
changed. 1948 and 1949 losses can 
now be carried forward 3 years 
instead of 2; this applies also to 
1947 losses of corporations that 
started business after 1945. 

Somewhat related to the fore 
going provisions is the new rule 
that fire and hurricane losses, suf 
fered by an individual after 1950, 
are permitted in computing net 
operating loss deductions for years 
ending after 1948. 

Sales of depreciable assets be 
tween related interests are now 
fully taxable. It used to be, for in 
stance, that a taxpayer could sell 
a factory building (rented to a 
controlled corporation) to the con 
trolled corporation at a profit, pay 
ing only a 25% capital gains tax 
but giving the corporation a high 
er cost as a base for depreciation 
This is now out. A controlled cor 
poration is one where the taxpayer 
or his immediate family control 
more than 80% of the value of the 
outstanding stock. The new provi 
sions apply to conveyances from 
individual to the corporation, and 
vice versa, made after May 3 
1951. 

The rest of the practical high 
lights are probably familiar from 
reading the newspapers: rates are 
up a bit, new withholding sched 
ules went into effect November 1, 
and so forth. A dependent may 
now have $600 income (instead of 
$500) and still be clajmed as an 
exemption; a “head of household” 
will, after 1951, get about 50% of 
the tax benefit that accrues to mar 
ried couples because of income 
splitting on joint returns; the “59 
limit” on medical expense deduc 
tions has been removed as to tax 
payers over 65 years of age; a cor 
poration whose tax year ends be 
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By Rosert J. Lewis* 
Real Estate Editor, Washington Star 


Impending Shortages May Tighten 


Building Controls 


Representatives of the JOURNAL and other leading business papers 


TWHE government may cut back 

its 800,000-unit home produc 
tion goal for 1952, scrap the self 
certification feature of its Control 
led Materials Plan, and substitute 
some “new, specific control” over 
home production, 

That was hinted at recently in 
a “background conference” held in 
Washington by the National Pro 
duction Authority for editors and 
correspondents of construction 
trade newspapers and magazines. 

Reason for the possibility of a 
drastic change in home production 
controls is a serious impending 
shortage of building materials, 
particularly of bathtubs and brass 
plumbing goods, officials said. 

Another factor, they explained, 
is the mystery about how much 
critical materials will be drained 
out of the economy under ihe sys 
tem that allows small users to 
“self-certify” defense orders for 
scarce items 

A number of key officials be 
lieve the self-certification pro 
vision of NPA’s new M-4A order 
is too generous considering the 
growing shortages of building ma 
terials caused by increased mili 
tary requirements. 

More than 75 editors and cor 
respondents were invited to the 
conference by NPA. Official pur 
pose was to give editors a fill-in on 
the glum construction situation in 
a defense economy and permit 
them to ask questions of respon 
sible officials. 


sat in on a recent Washington conference where key NPA officials 


hinted at cutting its 800,000-unit home production goal, scrapping 


the self-certification feature of CMP, while promising to crack down 


on black marketeers of critical materials 


Other highlights of the confer- 
ence were: 

1) The Government doesn’t ex- 
pect to approve any commercial 
construction next year except in 
“officially designated areas” — pre 
sumably defense production cen- 
ters. 

2) NPA’s enforcement and 
compliance division is going to 
pare down hard on black mar 
keteers, especially those found to 
be diverting structural steel to 
other than approved uses. 

3) Military requirements are 
zooming so fast and so far that ad 
ministrators of the Controlled Ma 
terials Plan are having to chisel 
down on projects considered “es 
sential” to defense as well as on 
“less-essential” jobs 

+) Only the most minor main 
tenance and repair projects are 
likely to be permitted to go ahead 
in 1952, owing to the short materi 
als supply. 

Many key NPA officials were 
present at the conference. But 
under the rules set up for the meet 
ing the talks were “on record but 
not for attribution.” In other 
words, officials were not to be 
quoted by name. 








The “‘self-certification” feature of the Controlled Materials Plan was 
created on August 3, 1951, when NPA’s basic construction order, M-4, 
was revoked and replaced by order M-4A. The August 3rd order pro- 
vides new rules for regulating construction and limiting the use of 
building materials to further conserve critical materials and services 
required for the defense program. 

Under M-4A, self-certification means, generally, that any person 
may start certain types of construction without authorization and 
allotment of materials if he certifies to NPA that his project requires 
less than certain specified amounts of critical materials. 
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Very little brass plumbing goods 
will be available to the civilian 
economy in 1952. one high official 
emphasized. 

“Come spring, there is bound to 
be trouble,” he said. “The hero of 
the show is going to be the fellow 
who invents a plumbing supply 
out of aluminum, which will soon 
be in high production.” 

Referring to the difficulties an 
ticipated over self-certification by 
users of relatively small amounts 
of scarce materials and by builders 
of small houses, another official 
said he was seriously concerned 
whether production set aside for 
this purpose would be sufficient to 
take care of all needs 

He said, however, he doubted 
whether there would be any 
changes immediately, but frankly 
thought “there ought to be.” 

With materials supply difficul 
ties a certainty in the spring, one 
official raised the question of 
whether the Government should 
shift to some “specific production 
control for housing.” 

“In the spring we're going to 
have difficulties, and what are we 
going to do about it?” he said, 
seeming to imply that without a 
change in the regulations the diffi 
culties could not be solved. 

As for the booming black mar 
ket in steel, officials admitted they 
had heard of it and left no doubt 
in the minds of anyone present 
that they now intended to do some 
thing about it that would be effec 
tive. 

An enforcement official said the 
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Homes our readers 


are building 


e IN PENNSYLVANIA 
Attention to detail, quality, goodwill are basic to Realtor-Builder Miller's building program 


H*« URGES home seekers to inspect his houses as they are being built. He watches 
every detail to make sure of quality c -nstruction. He makes subcontractors feel 
pride in their workmanship. He immediately adjusts any and all complaints for an 
indefinite period of time after sale 

These are basics to the building and selling program of Irving A. Miller, realtor 
builder of Broomall, Pennsylvania 


eo During the past three years, Miller has built nearly 400 homes for sale and has 
= B wee | 100 more homes under construction. Built entirely of brick, most homes are three 
° 5 bedroom models selling for $17,200. Lot sizes vary. the minimum being 110 x 150 
" 
| “tom 


square feet 
Miller feels that people buying houses are more satisfied than those who are sold 
houses, so his entire sales program is centered around customer satisfaction. Pros 
. pects are invited to construction sites to personally watch workmen pouring foot 
ae an ings, framing. installing fixtures and other equipment 
To emphasize the quality of construction, Miller uses such nationally-known 
products as General Electric ranges, Youngstown kitchen cabinets and dishwashers. 
Armstrong linoleum. Barrett roofing 
Buyers are guaranteed satisfaction by quick attention to complaints about con 
struction. A crew handles all such complaints. making any necessary repairs or ad 
justments found after the sale 


ome oem 


e IN FLORIDA 
Individuality is the keynote of homes being built by Jacksonville realtor-builders 


N A $2-MILLION suburban development of 1200 

acres in Jacksonville, Buck & Buck. Inc.. realtor 
builders, feature a variety of house styles, all with 
abundant storage space. The homes, designed by the 
builders, are priced from $14,000. 

Lots in the subdivision are thickly wooded with at 
least 100 feet of frontage and from 250 to 900 feet of 
depth. Houses are widely spaced and have varied set 
backs of at least 100 feet. The subdivision includes 
an $80,000 artificial lake and a deep natural ravine 
covered with flowering shrubs and plants. 

The pictured $23,000 ranch style home features 
seven closets. three bedrooms, and two baths, one just 
off the guest room. A combination living-dining room 
has over-size windows at the front and back. The 
porch is framed with wrought iren grillwork. 

The company’s homes are basementless, built en 
tirely of brick on a reinforced concrete base. Varied 
exterior treatments of brick, stucco. and clapboard. 
relieve any similarity in appearance. Large double 
garages provide additional storage space. 

Equipment in the home includes Standard Sanitary 
plumbing fixtures, National hot water heaters. and 
Coolair attic fans 





e IN ARKANSAS 
Three pronged promotion attracts buyers to newest luxury home of Fort Smith realtor-builders 


~ IAL, invitations were sent to a select group of key families for a special preview of 
the $40,000 “Moderne Belle” home, built by The Development Company, Inc., of Fort 
Smith. 

Backed by this word-of-mouth campaign, the realtor-builders used a page and a half 
newspaper display ad, consecutive news stories, and two radio yrograms to attract 3,000 
people to their model home. To promote sales, each visitor to the Seam was given a booklet 
describing features of general construction and of each room. Those interested were ask 
ed to sign a guest register; the registrations later assigned for follow-up by company 
salesmen 

The three-bedroom demonstration house, completely furnished, is in a wooded tract be 
ing developed by the company for luxury-type homes. Designed in modern ranch style, the 
home has 3300 square feet of space and i; constructed of ledge texture Roman brick 
Varied treatments are given to the interior laminated walls built of Sheetrock. Those in the 
living room are sized. canvassed, and papered, contrasting with a Roman Brick fireplace 
A den at the rear of the house has knotty pine walls pha a fireplace of Arkansas stone 

The home has two bathrooms, the larger equipped with colored Eljer fixtures and a 
tub-shower combination. The knotty pine kitchen features a dishwasher, stove vent fan. 
cove base aluminum, Formica countertops, and McKinney forged iron hardware. Win 
dows and screens are of Alcoa aluminum. The house is heated by a Lennox central heat 
ing system. 


e IN TEXAS 


Curvilinear streets, shopping center, and variety of home design keynote Abilene addition 


EALTOR-BUILDER W. S. Wagley credits indi 
viduality of house design and careful land plan 

ning to the success of his Elmwood West addition in { } vn 
Abilene. Backed by the slogan of “Abilene’s Addition | _ EL | [ ty 
of Distinction,” Wagley sets a minimum house size ' < = 
and requires personal approval of all home plans and | . — = 
specifications. ae |  — 

To achieve individuality he does not restrict the ae '— 
types of construction but only requires that homes aes 
built be well-designed. By agreeing to not compete 
with other builders who are willing to construct 
quality homes, he incorporates the ideas of many 
people into the development. To avoid a row-house 
appearance, curvilinear streets are used. 

House styles in the 300-home project range from 
conventional to modern, the majority being ranch 
style, such as the one pictured. Most of the homes sell 
for more than $11,000 and are frame constructed 
with stone trim. Others are redwood or shake with 
stone or brick veneer, Eighteen different types of ex 
terior stone add more variety. 

Built on lots ranging from 70x140 to 100x210 feet, 
most of the homes have six rooms, including three 
bedrooms or two bedrooms and den. 
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een we wish we knew 
when — these days of plentiful 
tenants are going to be known as 
“the good old days.” As Carlton 
Schultz, president of Carlton 
Schultz Management, Inc., of 
Cleveland, put it. “Some day the 
apartment manager will again be 
seeking tenants. This will be the 
day when his chickens come home 
to roost. Unless he’s raised the right 
kind of chickens, he'll be very 
sorry.” 

There's no denying the long 
range importance of goodwill. And 
there’s no denying that your pres 


ginning and you won't have to get 
tough later 

The best place to get informa 
tion about a prospective tenant is 
from the person himself. Your ap 
plication blank should include 
present and former address of the 
applicant. occupation, number of 
adults and children in the family. 
source of income if not in business. 
In addition, it should supply the 
following references: bank, busi 
ness. social, present landlord, and 
landlord. It should. of 
course. avoid too-personal ques 
tions that might cause antagonism. 


former 











Now isthe time to... 


Examine Credit and 
Collection Policies 


As long as tenants are still plentiful, why not save future 
headaches by careful investigation of applicants’ credit 
Standing? Be strict now and you won't have to jeopardize 


goodwill by being tough later 

















ent credit-and-collection polic y can 
have a direct effect. good or bad. 
on your future reputation 

It's this view that has made a 
pay-or-get-out policy a thing of the 
past. Being hard-boiled is about 
the quickest goodwill - eradicator 
known. But, of course, you can’t be 
soft-boiled either. The problem ts 
to strike a balance where colle« 
tion losses and goodwill losses are 
both at a minimum 

Now is the time to take a good 
look at that problem. 

That old adage about “an ounce 
of prevention” suggests a good 
place to start our examination, Is 
your credit and collection depart 
ment as strict as it should be in 
approving the applications of rent 
ers? Perhaps it’s obvious, but it’s 
worth saying: Get the right ten 
ants and your collection problem 
will disappear. Be strict in the be 


++ 


With the above information at 
hand, there is no reason why a 
thorough credit manager can’t get 
sufficient information about an ap 
plicant so that he can make a sound 
approval or disapproval 99% of 
the time 

Howard A. Gilbert of Harry A. 
Gilbert, Inc.. Sommerville, Massa 
chusetts, reports that his firm 
screens all tenants carefully and 
has few collection problems. “We 
try.” Gilbert says, “to select ten 
ants of the same family type whose 
credit reports and references ¢ heck 
satisfactorily and who we believe 
will become long-term tenants . 
As a result, we have few who do 
not pay their rent when it is due 
or immediately thereafter.” 

W. H. Gorsline of Lester P. 
Slade Real Estate, Rochester, New 
York, told us. “With the ease of 
renting in a landlord’s market, we 
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try to improve the type of tenant. 
considering the class of property.” 

Of course, an undesirable tenant 
slips through even the most care 
ful screening now and then. The 
kind that falls behind in rent can 
be divided into two classes: 1 
deadbeats; 2) unfortunates 

In the case of an out-and-out 
deadbeat. there’s not much you 
can do but put on the pressure be 
fore he gets too mny months be 
hind. But to avoid a reputation for 
severity, you must handle the un 
fortunate with kid gloves. 

Here promptness counts for a 
lot. The sooner you face an over 
due-rent situation for what is 1s. 
the easier it’s going to be for every 
body. As soon as it’s apparent that 
a tenant has had genuine hard luck 
and is going to get behind in pay 
ments, go to him directly. Insist 
on knowing all there is to know 
about his business. its difficulties. 
its possibilities, and his intentions. 
Then make a definite decision. If 
you feel that with your help and 
encouragement and under your 
close control he has a reasonable 
chance of getting out of his diffi 
culties, by all means help him 

Determine on what basis he can 
best pay his rent. If he is in a 
strictly cash business, for instance, 
get him to decide how much he 
can pay on his rent every day 
See that he puts this amount aside 

if necessary. collect it every 
If he draws a salary. see him 
pay day and collect the 
amount he has agreed to pay. Make 
him understand that you will play 
ball with him just so long as he 
makes the matter of paying you 
an obligation that has to be met 
before any others 

Stay close enough to his business 
o that you'll know when his in 
stallments can be increased 

If it becomes apparent, after a 
fair trial, that he is not going to be 
able to live up to his agreement. 
then close him out —as gently and 
tactfully as possible. There are 
ways of softening the blow and 
you should make every effort to 
avoid harsh measures; but when 
the inevitable must be faced, post 
poning the job wouldn't make it 
any easier 

When a tenant vacates in de 
fault. what method of collection 
you follow will depend upon the 
sort of business you have. If you 
have a collecting department of 
your own, you may want to han 
dle the account yourself. If not. 
you can employ a collection agent 
or an attorney specialized in such 
matters. 
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1 YOU fully rented? ... It might pay 
to take another look. How about that big 
lobby, those storage rooms, empty maids’ 
rooms? Perhaps. like A. S. Weintraub, man 
aging agent of a 15-story Manhattan apart 
ment, you'll find space that you can easily 
convert into additional living quarters 

On the first floor of his building. Wein 
traub found: i) <ix maids’ rooms — only two 
of which were in use; 2) the building super 
intendent’s office and workshop; 3) a house 
storage room. “If all this waste space can be 
used.’ Weintraub reasoned. “well have an 
other apartment available.” 

By using a little ingenuity, Weintraub and 
his architects found two new apartments 
could be fitted in the space. A maid was 
moved to another room, the superintendent 


Service-Wise Shopping 

pe serve the increased population in one of Chi 
cago’s many new multi-story apartment districts. 

Bates Construction Company have built an 11-store, 

$300,000 shopping center near the new extension to 

the outer drive 

The shopping center, built on a corner location, 
has a 125-foot frontage for the nine stores facing on 
one street and a 150-foot frontage for the two stores 
facing the other street 

The front elevation is Indiana limestone with gray 
and black Minnesota granite base and facing. Indi 
vidual store fronts are set at an angle to the side 
walks and the retail outlet located at the corner of 
the shopping center has a 28-foot high rounded lime 
stone facing. 

Sign panels over each store’s 10-foot plate glass 
display window are five feet high. This Seslass fea 
ture allows stores to get maximum advertising value 
from the estimated 16,000 cars that pass the loca 
tion daily. 

J. Clarke Baker and Browne and Storch, Chicago 
realtors, were the brokers represented in the sale 
negotiations. 


dle Space is Wasted Space 


to a smaller office. Three of the maids’ room 
were parceled together and joined to office, 
workshop, and storage room to make another 

The design and decoration of both apart 
ments are textbook examples of how to mak 
every inch count. The 139” x 17’ living room 
of the second apartment, for example, has a 
large window at one end that gives a feeling 
of more space. The illusion is increased by 
pastel walls. a 12-foot ceiling, and an unob 
structed view from the entrance hall through 
the dining area clear to the far end of the 
living room 

A guests’ coat closet and a large bath make 
economical use of space on either side of ihe 
small entrance hall. The Kentiled dining foy 
er is joined by a fully equipped, Pullman 
type kitchen. Both the kitchen unit and th 
bathroom have forced ventilation 

A two-foot-deep, ceiling-high Hollywood 
closet runs the full width of the foyer on the 
side opposite the kitchen to provide plenty o 
closet space Wide archways separate living 
room, foyer, and vestibule without actually 
walling off each room 

The other apartment. a shade smaller, is 
just as cleverly designed, The 12°90” x 110’ 
living room and the bathroom are at opposite 
ends of the layout, separated by an L-shaped 
entrance hall. A ceiling-high. sliding-door 
closet was neatly set into the inside wall of 
the hall. A completely equipped, two-window 
kitchenette was fitted into the space directly 
behind the closet and is entered from the lis 
ing room 

The ceramic-tile bathroom, opening off th 
other leg of the hall, was completely mod 
ernized with new lavatory and toilet and a 
flush-door bathtub and shower 

This smaller apartment was thoughtfully 
designed so that it could easily be converted 
into a 344-room unit when the other maid 
room becomes available 

There are almost 17 million multiple dwell 
ings in the U. S. Of these, probably three out 
of four of the older buildings waste space that 
could easily be converted into living quarters 
Now let’s do a little figuring. Let's suppos 
that 25% of those 17 million multiple dwell 
ings have idle space that could be converted 
to just one apartment. That means that 
enough space Is going to waste to provide four 
million families with new homes! 

So take a look at that older building of 
yours. Could that lobby be cut up into small 
units or perhaps converted into a doctor 
suite? Are there empty servants’ rooms and 
storage rooms that could be joined into a cozy 
modern apartment for one of the million 
World War II veterans still living in con 
verted barracks? Like A. S. Weintraub, you 
may be surprised to find that clever design 
ing can provide you with new units that will 
add to the income from your property 
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FUTURE REAL ESTATE 
Brokers, Appraisers, Managers 
Investigate our Home Study and Residential 
courses in Real Estate. Includes all phases 
of the business, G. I. Approved. On-The- 

Job Trainees can take either course. 

FREE CATALOG Established 1936 
WEAVER SCHOOL OF REAL ESTATE 

Suite 300 Law Bidg. Kansas City, Mo. 
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Made to your order 








We still have steel, Write for de- 
tails. PROMPT SERVICE any- 
where in U.S.A. 








“WE SIGN THE NATION’ 


Siskel DISPLAY ADV 


Chicago 8, Il 


For Business Opportunities — Motels 
COLUMBUS, OHIO 
Willard Piper, Inc 
11 E. Gay St. Adams 1588 


METAL SIGNS, 14 x 20. Lots $.44 each 
Realtors Sign Service, Box 1022, Greenville, S.C 
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each in 10 ‘lots Write ROY SAL M 834 Flori 
Ave., York, Pa. 
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MILLIONS, IN FIFTY LEADING CITIES 
Sponsors, Show Managers, Space 

Exhibitors, Write 


Grover +4. Godfrey, Pres. 
Home Builders Auditorium 
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Dallas, Texas 
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If you are reading someone else’s copy of 
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of profitable ideas coming to you every 
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| made u 


| he said 


Ideas That Help Sell 


(Continued from page 12) 


Tape Recorder 

Realtor Donald Weist of Engle- 
wood, Colorado, takes his tape re- 
corder into homes he is listing and 
makes a recording of his observa 
tions. Later he plays back the rec 
ording to make certain he has not 
missed a single sales point. 

When prospects call at his office, 
Weist has them record a brief de 
scription of the type property they 
want or points about the property 
they have for sale. The play-back 
refreshes his memory of what is 
needed to complete a transaction 


Contest 


Conduct a letter contest. Each 
month award cash prizes for the 
best letters on the subject, “What 
I Desire Most in a Home.” The 


| letter need not go into specifica 


but indicate what the house 
wife. businessman, young married 
couple desire if and when they buy 
a home. After an impartial com 
mittee selects the best entries, use 
them as the basis for newspaper 
and radio advertising. Entries can 
be followed for possible sales. 


tions. 


Newsreel 

Each month Dunklee Realty of 
Colorado. “Hous 
ing Newsreel”. a five-minute pro 
gram rotated among seven neigh 
borhood theatres. A commercial 
photographer prepares close-up 
shots of homes for sale and homes 
recently sold. Pictures of families 
in the homes they have purchased 


presents 


alternate with pictures of homes 


Portions of 
newsreel are in color. 


still seeking an owner 
the 

The company also keeps a pro 
jector and screen in its office to 
show the newsreels to interested 
clients 


They Lost the Sale 


Contin 


ed from page 28) 


He told us how he had changed 
He 
realize that we could have 
a lot of fun making changes in the 
house ¥ had for sale. Eventually 
we'd have as much what 
wanted as if we'd built it our 
selves — and we'd have it a lot 
cheaper. He advised us to think the 
matter over. Two days later he 
called on us and closed the deal. 
We're getting settled in our 
home now and we love it. We're 


we 
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going to start making changes 
pretty soon and we know we're 
going to have the time of our lives, 
But we won't make all the changes 
we planned at first, because we like 
some things the way they are 
Some of our ideas were wrong, and 
maybe we were a little stubborn 
about them. 

But the man who sold us a house 
was a salesman who was interested 
in giving us what we wanted — as 
nearly as he could. He was a sales 
man willing to let the customer be 
right. With the others, we had 
always been made to feel that we 
were wrong. And that is a feeling 
too uncomfortable to support with 
hard-earned cash and years of self 
denial. 


Impending Shortages 

(Continued from page 41) 
agency intended to seek “punitive 
and remedial sanctions” against 
those “who do not want to be edu 
cated to the way of life under the 
defense program.” 

He said that until now NPA 
had relied on education and per 
suasion as a deterrent to black 
market deals, but now that the 
CMP scheme covers all construc 
tion a “get-tough” policy would 
be pursued 

The agency will not only use 
the injunctive powers to seek com 
pliance, but will request the Jus- 
tice Department to demand jail 
sentences for violators. 

“We intend to combat and to 
continue to combat. with every 
vigor at our command, any diver 
sions at all, and particularly of 
structural steel.’ the enforcement 
official continued. “We will not 
ask for fines, but for jail sentences, 
and there will be no deals with 
the defe ndants.”” 


Highlights “ ews Tax Law 


(Continued from page 40) 


tween April 1 and Oct 1, 1951 will 
have to file return not later than 
January 15, 1952 and pay tax at 
the new rates; after 1951 building 
and loan associations will be taxed 
on their retained earnings. 

There are a lot more technicali 
ties and fine print, but the fore 
going are the practical highlights 
One more note. however. There 
are various retroactive provisions 
which might give rise to refunds 
for prior, “open” years. The story 
is too lengthy to go into here, but 
have your tax man check this 
phase. After reading about new 
taxes. what could be sweeter than 
to get a refund. With interest! 
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How to Use Natural Wood Finishes 


(Continued from page 37) 


be stirred from time to time during use. Linseed oil 
or prepared oils without pigment can be pigmented 
just before use by adding a small proportion of burnt 
sienna ground in oil, which is sold at paint stores for 
tinting paints. The sienna-in-oil should first be stirred 
thoroughly with a little of the oil until it has the con 
sistency of a thin paint and is free from lumps. It 
can then be stirred smoothly into the rest of the oil 
The exact proportions are best determined by trial 
by adding the color in small amounts at a time and 
applying the mixture to sample cuttings of the wood 
to be finished until the desired appearance is obtained. 

WOOD SEALER FINISH. Like the oil finish, the 
wood sealer finish is a penetrating finish that should 
not be permitted to build up on the surface into a 
glossy coating. Sealers do not penetrate wood as deep 
ly as oils do. For that reason the sealers usually dark 
en the wood less and give the surface more luster or 
glossiness than the oils do. 

In composition wood sealers are much like varnish 
es except that the sealers contain more thinner and 
less nonvolatile matter. Both are made as a rule by 
cooking resin and drying oil together in suitable pro 
portions, incorporating driers, and thinning to proper 
consistency. Many kinds of resin. both natural and 
synthetic, may be used. The difference between a 
sealer and a varnish lies more in the method of ap 
plication than in the composition. 

There are many wood sealer finishes sold at paint 
stores under trade-brand names. Unfortunately the 
names and the directions given for use often fail to 
indicate clearly whether they are intended to be 
wood sealers or varnishes. In particular, the necessity 
of wiping off any excess material not absorbed by the 
surface is seldom properly emphasized in the direc 
tions. The uninformed user therefore may start out 
with a sealer finish and end up. after one or iwo re 
newals. with a varnish finish 

On the other hand. those who wish to do so may 
buy a good spar varnish or marine spar varnish and 
obtain a sealer finish by using the varnish appropri 
ately. Simply thin the varnish with about an equal 
volume of turpentine or other paint thinner and 
apply and maintain it as described for the oil finish 

Although most wood sealers are more resistant to 
mildew than the oils are. sealer finishes are more 
readily attacked by fungi than are good house paints. 
Wherever there may be lingering dampness it is ad 
visable to have a preservative in the sealer finish. 

VARNISH FINISH. Unlike either oil finish or 
sealer finish, varnish makes a highly glossy coating 
of appreciable thickness covering the wood. Varnish 
may not darken the color of the wood to begin with 
much more than a sealer does. but with the passage 
of time there may be more darkening caused by 
change in the varnish itself than would be the case 
with a wood sealer. It has long been customary to 
varnish front doors and other realtively small areas 
of exterior woodwork but the high gloss of varnish 
is seldom what is wanted for natural finish on large 
areas such as the siding on a house. 

Nearly every paint store sells spar varnish of one 
trade brand or another. Marine spar varnish, intend 
ed for use on boats, is apt to be somewhat more dur 
able than ordinary spar varnish. Varnish is applied 
by brushing or spraying. At least three coats are 
needed for new wood but for renewal one coat at a 
time is sufficient. On new wood the first coat may be 
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thinned 
thinner. 
exterior 


moderately with turpentine or other paint 
Shellac must not be used for the first coat on 
surfaces even over the knots in knotty pine 

Where there is dampness varnish finishes at times 
need preservatives against mildew much like sealer 
finishes. Unless the varnish already contains a - 
servative, it is advisable to apply a water-repellant 
preservative to the wood before starting to put on 
varnish. It is seldom practicable to add a concentrated 
preservative to a varnish because varnish cannot well 
stand much addition of thinner. Similarly it is not 
good practice to add pigments to varnish. If pig 
mentation is desired it is best to apply a pigment oil 
stain to the wood first and then to varnish over it 

On the whole. experience with varnish finish on 
large areas of exterior woodwork such as — has 
not proved satisfactory. Often the varnish finish de 
velops milky, opaque patches where the coating has 
lost its adhesion to the wood without breaking open 
Some varnishes craze or crack in an unsightly man 
ner after which renewal of the finish is difficult 
After two or three renewals the coating becomes too 
thick and begins to crack and scale badly. 

Natural finishes should not be chosen for large 
areas of exterior woodwork without first giving care 
ful thought to their limitations and to the cost and 
practicability of renewing them as often as is re 
quired for good service. 

Fortunately, the application is easy for an amateur 
if the houseowner wishes to do his own work. It is 
also unwise to start out with a natural finish in the 
thought that it can be easily painted over if it proves 
too troublesome to maintain. 


ONLY GENUINE 
SISALKRAFT PRODUCTS 
assure the best protection 


USE SISALKRAFT under all con- 
crete slabs (over subfill); over 
exterior sheathing; over fresh 
concrete (for curing and protec 

tion); under finished flooring ; 
1s protective covers for materials 
drop cloths 

and many other uses 


and equipment ; as 


USE SISALATION as reflective 
and vapor-barrier 
combined, for sidewalls, ceilings, 


me insulation 

S WATERPROOF 

‘ SISAL -RENIFORCED floors, lining attics, etc. 
REFLECTIVE INSULATION 


Write for free samples and data 


THE SISALKRAFT CO. 


w 
& 
Dept. NR-11 « 205 W. Wacker Drive « Chicago 6, Illinois 


New York 17, N.Y. @ 
Manufacturers of SISALKRAFT © SISALATION © COPPER ARMORED S/SALKRAFT 


San Francisco 5, Calif 
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Dismiss your Mortgage W orries 


Hardboard-Plywood Combination 


A new panel material called Plyron that combines 
the rigidity of plywood with the smooth. tough sur 
face of hardboard has been announced by the Douglas 
Fir Plywood Association. The panel consists of ply 
wood faced on both sides by hardboard. The hard 
board is permanently bonded to the plywood with 
highly moisture-resistant glue. 

Commercially available in 4 x 8-foot sheets, the 
panel is usefu! for cabinet doors and other applica 
tions that require a highly painted surface. Used in 
concrete forms, it produces a smooth concrete surface 


New Model Frigidaire 


The new 7.4 cubic-foot Master refrigerator. featur 


" 7 ~\ \ ing a 30-pound capacity freezer chest and white, gold 
We i= L L Wy “bh and ice-blue styling. has been added to Frigidaire’ 
al NTGAGES 1h | household refrigerator line. 
| Three ice trays with aluminum covers to permit 


| stacking hold 56 cubes or eight pounds of ice. Below 
the freezer chest. which extends across the top of the 

cabinet, is a plastic chill drawer for meats, ice cubes. 

Leaders in Large Loans | other items. A total of 15.1 square feet of shelf area 

is provided in the food storage compartment, plus 

: 1.78 square feet in the freezer chest. Cold, moist stor 
279 Modinon Avenng: New York 16,N. 7, age tae for fruits and vegetables is provided in two 
porcelain-finished sliding hydrators that have a total 
| storage capacity of 1814 quarts 


Visible Tip Folders 


Visible tip folders that show at a glance the next 
- : 
NIRENSTEIN’S ATLASES due date and the type of records inside are described 


in a new booklet by Remington Rand Inc. Typewrit 
SINGLE CHARTS NOW AVAILABLE ten labels may be inserted in a transparent window 
and the next due date may be indicated on a month 
day scale with a colored movable tab 

You may now purchase single charts of the cities in The new folders eliminate pen posting and do 
which you operate. At your request, we will make up a away with the need for a separate follow-up file 
loose-leaf folder containing harts of the downtown They can be adapted to production scheduling, pur 
retail business districts of any cities in the following chase orders. customer service. collection. sales or 
24 states ders, follow-ups. and accounts receivable. Request 
pamphlet LBV 567 from Management Controls Di 
vision, Remington Rand Inc., 315 Fourth Avenue. 
Alabama Maryland Pennsylvania New York 10. 

Connecticut Massachusetts Rhode Island 
Delaware Mississippi South Carolina Tuck-A-Way Gas Furnace 

District of Columbia New Hampshire Tennessee General Electric Company of Bloomfield, New 
Florida New Jersey Texes Jersey. has developed a horizontal, gas-fired. forced 
Georgia New York Vermont warm air furnace for economical automatic heating 


iy : trae in space-cramped homes. Only 285g inches high, the 
Louisiana North Carolina Virginia unit may be mounted on the attic floor under the 


Maine Oklahoma West Virginia eaves. or hung from floor joists in either a conven 
tional or a basementless home 
The new unit uses ribbon-type gas burners that op 
Write Today for Illustrated erate quietly. Its safety pilot provides automatic gas 
Brochure shut-off if the pilot flame goes out. Hundreds of slen 
der iron projections on the outer surface of the com 
bustion chamber, and similar slender rods within, step 
NIRENSTEIN’S NATIONAL REALTY MAP COMPANY up the rate of heat transfer from the hot gases to the 
circulating air. 
Two sizes are offered at 90.000 and 120,000 BT 
per hour input. Units are AGA approved and are 
| listed by Underwriters Laboratories. 





377 Dwight Street Springfield, Mass. 
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Gas Conversion Burner 


A new addition to the heating equipment line of 
National Radiator Company. Johnstown, Pennsy] 
vania, is a gas conversion burner with a natural and 
mixed gas input range from 75,000 to 265,000 BTU’s 
per hour. 

Adjustable for use in either round or rectangular 
fireboxes, the “National” conversion burner is avail 
able in a spec ial model with a lower burner head posi 
tion for use in wet-base boilers 

Standard equipment with the burner includes an 
automatic safety pilot and a solenoid-type electric 
gas valve. Manual operation in event of power fail 
ure is provided for and a Minneapolis-Honey well 
type “TM81C” heat anticipation thermostat 1s in 
cluded 


Zoned Air Conditioning Units 

A new line of central system “zoned” air condition 
ing units providing independent control in separate 
areas of , building through a single unit is in produc 
tion by Carrier Corporation, Syracuse, New York 
Five sizes are available with air conditioning capa 
cities ranging from 12 to 58 tons. 

The “weathermakers” are horizontal blow-throuch 
type units with damper control for separate zone 
provided through a double outlet arrangement. One 
outlet supplies cooled and dehumidified air. the other 
warm air. The units include a recently improved 
centrifugal fan section helping achieve quiet. high air 
capacity operation at low rotating speeds. All units 
are sectionally constructed for easy handling and 
installation 


Triple-Fuel Boiler 


Three new models of automatic heating units that 
burn either coal, gas, or oil have been introduced by 
United States Re diator Corporation 

The new boilers can be economically converted 
from one fuel to another if a fuel shortage should 
occur. The boilers also feature fuel-saving fins to at 
tain maximum heat recovery. The all-fuels heating 
unit can be installed in old as well as new homes 


Boiler Protector Rod 

Protection against scale. corrosion. and electrolysis 
in bi-metal plumbing installations is offered with the 
McRay Protecto Rod. manufactured by the McRay 
Products Company of Los Angeles. California 

Available in three lengths — 18, 24, and 36 inches 

the rod is a series of galvanic cells which set up an 
electromotive force that renders the salts and miner 
als inert, removes existing scale formation. and 
neutralizes electrolytic action and the corrosion caus 
ed by oxygen and other elements. The rod is harm 
less to water and metals, 


Waterproof Fiber Panels 


New waterproofed, full-wall fiber panels have 
been developed by the Upson Company of" Lockport. 
New York. The new product, Upson Strong-Bilt 
Waterproofed Panels. are eight feet wide and up to 
18 feet. long 

Designed primarily for dry-built, full-wall con 
struction, the new panel is useful for walls subject to 
moisture, water or steam. Dealers and builders may 
store or transport the panels in rain or snow without 
damage. Laminated in six plies of fiber board. the 
panels are ¥-inch thick with a presized, pebbled sur 
face. suited for either painting or papering 
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PREFABRICATED 


GUESSWORK'S GONE 
for builder and buyer 
when the deal is closed 


for @ Poliman home! 


A conventional home factory 
assembled 
faster construction, lower costs 
supremely beautiful designs! 


quicker turnover 


Tol WA.5637 Tot. 2-456! 








Long 
or Term 
Lease 


CASH 


for hotel properties 


IN ANY CITY 


COAST TO COAST 


CANADA OR MEXICO 
oe) 


Our representative will be glad to call and work 
with you. 
For satisfactory arrangements, utmost dependability 
and outstanding security WRITE or CALL COLLECT 
H. J. DaLpIn, 
REAL ESTATE DEPARTMENT, 
3500 BOOK TOWER BUILDING, 
DETROIT 26, MICHIGAN. 
"PHONE WOodward 2-5400 


cw 


WE ARE NOT BROKERS 
| WE ARE wore OPERATORS 
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Build better 


Build sooner 
with 


PREFABRICATION 


Profit with 


PREFABRICATION. 


Construction of prefabricated 
homes continues to show increases 
in its rate of gain compared 
with total home building. The 
swing is unmistakable. Find 

out how builders, lenders and 
realtors everywhere are 
learning that Prefabrication 
answers man-power and 
material shortages and why it is 
the economical, quick, 
permanent and profitable way 
to meet America’s housing 
needs. For the complete story, 
write for FREE booklet, 
“Build better—build sooner” 


V Start Sooner! 
vy Complete Quicker! 
V Sell Faster! 


Profit with Prefabrication! 














The eighth annual convention and exposition of the National Asso- 
ciation of Home Builders will be held in Chicago, January 20-24, 
in the Stevens and Congress hotels. Convention sessions will in 
clude comprehensive coverage of all important national issues af 
fecting the building industry as well as a wide range of activities 
devoted to the technical and business problems of builders. Direc 
tors of this year’s activities say that building materials and home 
equipment exhibits will occupy the largest area of any show to 
date and that the exposition was a sellout on the initial assignment 
of space, well over four months in advance of the opening. 


The new relaxation of Regulation X in critical areas is not such a 
boon to home builders and lower-income home buyers as first as 
sumed, according to one prominent Eastern realtor. He says the 
trouble is a continuing strike of capital against low interest rates of 
VA- and FHA-guaranteed mortgages. In dealing a double blow at 
inflation, the government checked building with credit restrictions 
and also checked investors by pulling the price-support peg from 
under government bonds. Net result is that while builders wish to 
re-enter the low-price field they still face the financing problem. 


Slow congressional committee action on FHA’s request for $212 
million budget to administer new Title IX of the Defense Produc 
tion Act is causing grumbles among defense-area builders. The go 
ahead for badly needed defense housing must wait for red tape 


| Not everyone is buying low-priced homes, says Robert Kerr, Jr.. 
vice president in charge of residential sales for Alexander Summer 
Company. In the past 12 months, Kerr says. the company has sold 
more high-priced homes than ever before. And he says that there 
are more interested prospects in the $25,000 to $75,000 range. 


| Martin C. Huggett, executive vice president of Chicago Metropolitan 
Home Builders Association, calls the people who want better-than 
low-priced homes “the forgotten men.” He says it is politically ex 
pedient for congressmen and government agencies to cater to the 
people who possess the largest number of votes — the lower income 
brackets. Huggett reasons that not all builders are interested in 
building low-cost homes, but some legislators would suppress all 
activity above a certain sales price. 


Real estate values and business in midtown New York have made « 
steady rise since the United Nations first started construction of its 
world headquarters there. Realtor H. Robert Mandel points out 
that buildings and properties that once faced nothing more attrac 
tive than squalid stockyards are now finding themselves on top of 
what will become one of Manhattan’s most attractive areas. 


News Nibblings: Builders have constructed enough homes and apart- 
ments during the last five years to completely rehouse the nation’s 
eight largest cities .. . Economist Arthur M. Weimer predicts 1952 
will be another good year for the home building industry. Biggest 
stumbling block will be impending shortages of materials and labor 

Journal editors have prepared a complete coverage of NAREB’s 

. . Word is 


PREFABRICATED 


Home Manufacturer's 


INSTITUTE 


925 20th Street N. W. * Washington 6, D. C. 


annual convention to appear in the December issue . 
that a well-known radio and movie personality will build 15,000 
homes on Long Island . . . The General Accounting Office Building, 
the government's newest building in Washington, D.C., will house 
10,000 federal workers. About 6,000 already have moved in 
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CONSULT THESE SPECIALISTS... 


FOR REAL ESTATE 


SALES 


@ALBANY, N.Y 


Picotte Realty, Inc 
120 Washington Ave 


@BOSTON, MASS 
Henry W. Palmer 
51 Adams St 
Milton 87, Mass 


@DENVER, COLO 
Garrett-Bromfield & 


o 
Security Bldg 
@ DENVER, COLO 
V. J. Dunton Realty 
Co. 
410-10 Midland 


Savings Bldg 


@HAMMOND, IND 
©. L. Baldwin 


6721 Calumet Ave 
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@eKNOXVILLE, 
TENN 
Richards Real Estate 


0. 
722 Market St 


@NEW YORK, N.Y 
Fass & Wolper, Inc 
7 East 42nd St 
Main Street Proper- 
ties Anywhere in 
S.A 


the L 


@ TOLEDO, OHIO 
Schuster & Co. 
George EB. Schuster 
Gardner Bide 

e@WICHITA FALLS, 
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Ray Keith Realty 


o 
P.O. Box 2195 


APPRAISAL SERVICE 


e@BLFFALO, N.Y 
Walling, Stevens & 
Stron: 
194 Main St 


eCOLUMBLS, OHIO 
William P. Zinn & 


o 
47 North Third St 


@EAST ORANGE 
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Godfrey F. Preiser 
M.A 


—S.R.A 
1 N. Harrison St 
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CALIF 


Marshall W. Taggart 
1640 Wilshire Blvd 


@ MINNEAPOLIS, 
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Norman L. Newhall 


519 Marquette Ave 


@ NASHVILLE, 
TENN 


Biscoe Griffith Co 
—Since 1914— 

214 Union St 

Tenn. —Ky.—Ala 


@NEWARK, N.J 
Harry J. Stevens 


478 Central Ave 


@NEWARK, N.J 
Van Ness Corp 
H. W. Van Ness, 

President 
24 Commerce St 


@NEW YORK, N.Y 
Scientific Appraisal 
Corp 
7 East 42nd St 
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up only 
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PA 

Richard J. Seltzer 
M 


12 South 12 St 
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Otto J. Dickmann 
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1861 Railway Ex- 
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Etchen-Lutz Co 
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Myron H. West 
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120 Washington Ave 
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The Jarrett 
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842 Hamilton St 
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Eastern Penn.’ 


@AUGUSTA, GA 
Sherman-Hemstreet 
Realty Co 
801 Broad St 


@ BALTIMORE, MD 
B. Howard Richards 
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Morris Bide 


@COLUMBLS, OHIO 
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Co 
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Donahoe Investment 
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Mo 


Moseley & Company 
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Suite 1111, Insur- 
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LA 


Leo Fellman & Co 
829 Union St 
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H. F. Bradburn 
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Tom Pointer Co 
304 Local Bide 
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Don B. Newburn 
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434 State St 
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Walter S. Hardin 
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26 vears experience 
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Rates for Advertising 
In the “Consult These Specialists” 
Department: Per 
Issue 
2 lines 12 issues $3.00 
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2 lines 6 issues 33.00 


2 lines less than 6 issues “ww 


Additional lines, 1) cents per issue 
No charge for city and state lines 

















Coronado with Window Wall 


the answer 
for de 


only a gunnison dealership 
offers you so much 


Catalina 


UNITED STATES steet (08) CORPORATION SUBSIDIARY 


MEW ALSANT. INDIANA 


interim financing... The Gunnison Pian of Interim Financing includes 
the complete cost of the Home Package, plus additional cash. This plan is 
available to all qualified Gunnison Dealers. 

sales promotion aids. . 
Gunnison Dealers. 
Participation advertising. Participation Advertising Campaigns 
are announced frequently to enabie Gunnison Dealers to avail themselves of a 
steady backlog of sales. 
FHA-VA financing... 
FHA Insurance and VA Guaranty. 


variety of elevation. |The Champion, the Coronado and now the 
new Catalina. The most complete line of Homes in the Home Building Industry. 
The Gunnison Product Line offers a multitude of elevation, mode! and floor plan 
combinations. For the first time in the low priced field there is an “L’’ Shaped 
Home, the new Catalina. 

most complete package. |Your material shortage problems are 
shifted to other shoulders when you are a Gunnison Dealer. You become the benefi- 
ciary of a mass purchasing program which is unparalleled in the home building field. 
quality, strength and durability... quality is there for all to 
see. Strength and durability have been proven throughout the last seventeen years 
as the Homes have withstood the ravages of time, flood, weather and fire. 
wood paneled interiors |. . Ail Gunnison interiors are in Wood 
Paneling with the famous Mellow-Tone finish. This means no costly delays due 
to labor and material shortages. An Owner of a Gunnison Home is presented 
with luxurious interiors which are dignified in their beauty and trouble free in 
their maintenance. 

technical assistance... A complete liaison is maintained between 
the Gunnison Dealer and Gunnison Homes, Inc. The vast facilities of the entire 
Gunnison Organization are available where and when you need them. 

prompt delivery. . . Regardless of your requirements for Home Pack- 
ages, you know that you have but to pick up a telephone or drop an order in 
the mail to obtain rapid delivery. By the time you get your foundations ready 
the Homes will be there. 

rail or truck shipment | |. Gunnison Dealers have their choice of 
rail, or truck shipments delivered to their building site. 

franchised dealerships... Gunnison Dealers operate on a franchised 
basis in a specified territory. 


. A variety of aids are available to all 


Gunnison Homes are eligible and qualify for 


ces an “L” shaped home! 


Out of tomorrow, GUNNISON brings you their latest . . . 


the Catalina . . . to take its place along side the new 
‘52 series of Coronado and Champion Homes! All 
GUNNISON HOMES are designed to sell in the $7,000 
to $12,000 price range . . . America's mass market! 
Fresh design and expert planning make all GUNNI- 
SON HOMES ideal for project building . . . many eleva- 
tions, models and floor plans . . . and the only ‘“'L" 
SHAPED home in its price range! These homes feature 
Quick Erection, High Quality and Strength! They are de- 
livered to the building site complete, except 

for plumbing, wiring and masonry work. 
Here are the homes of tomorrow — your's 
to sell today! Sell the best — sell GUNNISON! 
Investigate the possibility of including 
GUNNISON HOMES in your building pro- 
gram! For more complete information, write 
Dept. B-19 GUNNISON HOMES, Inc., New 

Albany, Indiana. 


Coronado with Window Bay 


in", “Champion”, “Coronado” and “Catalina”— trademarks of Gunnison Homes, in 





